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Cash in on the New Trend to COLOR in the home 





.. With PITTSBURGH COLOR DYNAMICS! 


Every Pittsburgh dealer can establish himself as the headquarters 
for finest quality paints and the best way to use them. 


EVER before has there been so 

much interest in color for the 
home. Folks are learning that bright, 
new colors can give them the effect 
of completely new surroundings. 
With Pittsburgh COLOR DYNAM- 
ICS they can choose the right colors 
for their rooms the modern, scien- 
tific way. 


Pittsburgh devised the system of 





PAINTS * 





GLASS e 
tC ge oe ee 


COLOR DYNAMICS as a further 
means of bringing more and bigger 
sales to Pittsburgh dealers. 


Millions of home-owners have ob- 
tained copies of our booklets ex- 
plaining this new and easy way to 
paint. Dealers everywhere tell us that 
these people are splendid paint pros- 
pects. Increased sales have proven this. 


PITTSBURGH PAINTS 


BRUSHES ® 
So tt. & ao 


CHEMICALS . 
tt A 1. & 





If you wish to take advantage of the 
growing interest in this big, new 
sales idea in painting—write, wire 
or telephone us today. We'll gladly 
have one of our representatives call 
to discuss the possibility of establish- 
ing your store as the headquarters 
for Pittsburgh Paints and COLOR 
DYNAMICS in your community. 


PLASTICS 
COMPAN® 
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FLASHES x ewer we eek we 


GOVERNMENT CONTROLS OVER BUILDING MATERIALS are 


starting to shape up again. Secretary of Commerce Harriman pro- 
poses to extend the voluntary industry co-operation program under 
the anti-inflation act to housing. First on the list is building ma- 
terials. (See NEWS & TRENDS for details.) 


HIGHER PAINT PRICES may be expected this year. These may 


easily be justified, say manufacturers with the increasing price of 
raw materials and labor. Linseed oil, nine cents before the war, 
is now 33 cents, white lead has gone from 7}/2 ‘cents to 16 cents. 


JANUARY CONSTRUCTION SET A RECORD for that month. Total 


volume amounted to $1,106,000,000, a drop of 6 per cent from De- 
cember but the eighth straight month in which the industry topped 
the billion-dollar mark. Home building was responsible for almost 
half this volume. It went above $500,000,000 for the fourth straight 
month, a 70 per cent increase above January, 1947. 
LUMBER-BUILDING MATERIAL RETAIL SALES showed a 24 per 


cent gain for last year over 1946, Department of Commerce figures 
showed. Sales in December 1947 were up 27 per cent over the 
comparative month in 1946. 


UNION WAGES IN BUILDING TRADES rose 3 per cent the last 


half of 1947. These increases, said the Bureau of Labor Statistics, 
raised the average pay scale from $1.91 to $1.96 per hour. Union 
wage rates in the building trades rose 52 per cent between June, 
1939 and January, 1948. BLS states that this increase compared 
with a 67 per cent rise in its consumer price index between June, 
1939 and November, 1947, the latest available date. 


PRODUCTION WAS STEPPED UP last year in hardwood flooring 


and fir doors. The National Oak Flooring Manufacturer's Associa- 
tion reported its members set an annual record of approximately 
620 million board feet or about double that of 1946. It included 
finished and pre-finished flooring of oak, hard maple, beech, birch 
and pecan. Greatest: percentage of hardwood flooring consisted 
of oak. Production of Douglas fir stock doors also set a new peak 
last year—7,851,000, an increase of 54 per cent over the preceding 
ocr. 


: NEW FREIGHT CARS delivered to the Nation's railroads in 1947 


totaled 68,507 cars. Although this number was 26,552 more than 
the number received in 1946, reported the Association of American 
Railroads, cars are being retired at a faster rate than new cars are 
received. A total of 71,331 cars were retired in 1947 compared to 
61,004 in 1946. 

GI HOME LOANS TOTALED 540,000 IN 1947 compared with 410,- 


the previous year. The Veterans Administration reported that 
average home bought by veterans in 1947 sold for $7,300. Four 
of every 10 veteran purchasers paid over $8,000 and one in 20 up- 
yards of $12,000. Of 490,000 first-mortgage loans guaranteed dur- 
iny the year, 290,000 were for the purchase of existing homes at 
ai: average purchase price of $6,700. About 160,000 were for newly- 
constructed houses averaging $8,200 each. Some 35,000 veterans 
received construction loans with which to build their own homes 
1 5,000 obtained loans to repair and improve their homes. 
PREFAB SHIPMENTS, although still far below the level expected 


the industry, are picking up slowly. In December, shipments 
e 10 per cent ahead of November, a total of approximately 
!. JU permanent-type houses being shipped. Peak for the year was 
October with 4,300 shipments. 
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“VOLUNTARY” CONTROLS 


Government will try to channel 
basic raw items to producers 


BELIEVING that production 
bottlenecks are still holding up 
house building, Secretary of Com- 
merce Harriman will attempt to in- 
clude building materials under the 
voluntary industry co-operation pro- 
gram, being developed under the 
anti-inflation aé¢t. 

Lumber, nails, flooring and mill- 
work are on the list for action. 

This is how the Office of Industry 
Co-operation plans to work. If this 
agency, for example, finds nail 
makers need more tons of steel wire 
than they are scheduled to receive, 
it will try and induce the steel in- 
dustry to sign a “contract” to de- 
liver additional wire to the nail 
makers. Afterward, it will try and 
induce the nail companies to use 
the extra wire for nails. 

The OIC may ask the industry 
to organize a series of committees 
within the lumber industry to work 
with it—committees representing 
lumber, plywood, hardwood flooring 
and millwork. 

Allocation agreements will not be 
negotiated with distributors at first, 
although OIC officials believe such 
agreements may be necessary later 
for a few key products. 


MODULAR MILLWORK 


Standardization reduces Hines 
costs from 15 to 20 percent 

BY standardizing millwork, says 
the Edward Hines Lumber com- 
pany, the price of this item can be 
reduced 15 to 20 per cent. 

About 50 per cent of the com- 
pany’s production is now being 
turned out under this standardiza- 
tion program. The company is lim- 
iting doors, windows, storm sash, 
molding to a few basic designs. 

T. R. Coffin, manager of the en- 
gineering and production division 
of the company, said that the plan, 
which has been in effect for about 
two years, has already reduced 
millwork costs. 

ADDED HOME MATERIALS 

“Under partial standardization,” 
Coffin said, “Hines Lumber com- 
pany has been able to supply ma- 
terial for approximately 5,000 new 
homes in the Chicago area in the 
last 18 months. If the company 
had followed the old system by 
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..-the lumber wholesaler 


is always on “home grounds” 


As the days of “any lumber at any price” re- 
cede, it will be tough for manufacturers to re- 
adjust production to the requirements of major 
markets which once took anything. 

As consumers become more selective, retailers 


will need the skill of the “home team.” 


Practical money-saving information . . . for 
both manufacturers and retailers . . . is available 
through seasoned wholesalers. 

Over 400 National-American members in all 
parts of the U.S. know the game. That increases 


the “gate receipts” for all teams. 


NATIONAL-AMERICAN WHOLESALE LUMBER ASSOCIATION 


HEADQUARTERS WESTERN OFFICE 
41 E. 42ND STREET @ YEON BUILDING 
NEW YORK 17, N. Y. PORTLAND, OREGON 
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which millwork is individually de- 
signed and produced for homes, the 
company’s output would have been 
limited to about 1,000 units.” 

It was estimated that about &5 
per cent of the Hines millwork will 
be standardized by this fall. The 
company has held a series of meet- 
ings with Chicago architects to ex- 
plain their plan to home designers. 

Coffin said the company has spent 
about one million dollars expanding 
its plant and warehousing facili- 
ties in the Chicago area. Recently 
the company purchased a new lum- 
ber mill at Westfir, Ore. for 2% 
million dollars. 





Wage Experiment 


Carpenters (A. F. of L.) in War- 
ren, Ohio are trying a 90-day ex- 
periment aimed to curb the high 
cost of living. Local No. 1438 has 
voted to waive all wage demands 
during this period. 

The 90-day limit was set to see 
if other groups will co-operate. 
Some opposition has already de- 
veloped in other crafts. Mean- 
time the carpenters will maintain 
their 1947 wage scale of $2 per 
hour. 











DODGE REPORTS 


Dollar volume contracts for 37 
states set peacetime record 


_THE dollar volume of contracts 
awarded in the 37 states east of 
the Rocky Mountains last year was 
the highest in the nation’s peace- 
time history, reported F. W. Dodge 
Corp., a fact-finding organization 
for the construction industry. It 
was only 6 per cent under the all- 
time record of 1942, peak year of 
war construction, and was 4 per 
cent above the dollar total for 1946. 

“Last year,” Mr. Holden said, 
volume did not reflect fully the per- 
formance of the construction in- 
dustry, according to Thomas S. 
Holden, president of the Dodge 
corporation. In an interpretative 
analysis, he points out that last 
year opened with an extraordinary 
volume of construction projects 
contracted for and started in 1946 
and which were carried over into 
1947 for completion. 

SMOOTHER PRODUCTION 

“Last year,’ Mr. Holden said, 
“was marked by a very considerable 
speed-up in rates of completion of 
all types of residential and nonresi- 
dential projects following the i- 
dustry’s faltering performance in 
1946 when strikes in major indus- 
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tries slowed building material de- 
liveries, and various governmental 
controls and restrictions interfered 
with the smooth functioning of the 
industry.” 

The 1947 total for building and 
engineering contracts in all classi- 
fications was $7,759,868,000, com- 
pared to $7,489,722,000 in 1946. 
Within the over-all increase of 
$270,000,000, heavy engineering 
projects accounted for $259,000,000 
and combined residential and non- 
residential building accounted for 
$11,000,000. By a narrow margin, 
residential contracts at $3,153,773,- 
000 exceeded the dollar volume of 
any previous year. Reflecting the 
higher construction costs that pre- 
vailed in 1947, there was a 14 per 
cent decline from the preceding 
year in floor area contracted for. 

Residential building was marked 
by a substantial increase in rental 
housing. Investment commitments 
for apartment projects amounted to 
$855,974,000, compared to $486,- 
495,000 in 1946, an increase of 76 
per cent. 


BRICK OUTPUT 


December '47 production up 
15 percent over December '46 


PRODUCTION of brick in De- 
cember, 1947, was 15 per cent 
greater than in the final month of 
1946, and the total output for 1947 
was 5 per cent greater than the 
year before, Roy A. Shipley, Presi- 
dent of Structural Clay Products 
Institute, announced. 

Manufacturers produced 438,- 
000,000 brick in December, a sea- 
sonal decline of 5 per cent from 
the-November output. The Indus- 
try’s output in the year 1947 
totaled slightly more than five bil- 
lion brick, the largest production 
since 1939. 


GOOD PAINT YEAR 


Producers experience first 
billion dollar year in 1947 


PAINT makers had their first 
billion-dollar year in 1947 and they 
expect to do even better in 1948. 
The National Paint, Varnish & Lac- 
quer Association, representing 90 
per cent of the industry, expects 
sales will top the billion dollar 
mark for the next few years. This 
estimate is based on the tremen- 
dous backlog of demand. 

Shortage of raw materials and 
(ie prices of these materials are 





the main problems. There is a 
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By direct mail this smart folder goes to the 
Kyanize dealer’s paint-prospect list featur- 
ing a new Home Decorating Book (in colors) 
by the makers of Kyanize self-smoothing 
Paint Products. There’s a coupon that brings 
*em in. 


Widely advertised in the nation’s leading 
magazines, this beautiful Home Decorating 
Book is free only at Kyanize stores. 


To be sure you have your supply in time, 
write us today. 


For users, the LIFE of the surface. 
For dealers, the LIFE of the store. 


BOSTON VARNISH COMPANY 
Boston — Chicago — Los Angeles — Montreal 
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Wire Screening 

When you specify Cortland 
screen wire cloth and other 
wire products — you are sure 
of materials that stand up in 
service. Cortland Brand is a 
buy-word for dependability . . 
bringing you the combination 
of best-grade steel or bronze 
wire made in Wickwire’s own 





mills and three-quarters of a 
century experience in wire 
manufacturing. 

Your customers will appreci- 
ate your selecting merchandise 
that lasts. Build with Cortland 
Brand wire screening for last- 
ing performance. 


s aWB 






WICKWIRE BROTHERS, INC. 


CORTLAND, N. Y. 
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shortage of pigments and the steel 
shortage is affecting the output of 
cans. Resins are also short. 

These factors, plus the increasing 
cost of labor and materials, have 
caused higher retail prices. How- 
ever, industry spokesmen say these 
price increases have not matched 
increased production costs. 


HOO-HOOS ACTIVE 


INTEREST in Hoo-Hoo on the 
West Coast, like other sections of 
the country, is on the increase. 

Just one indication was the ini- 
tiation last month of 97 kittens 
with the reactivation of the San 
Joaquin Hoo-Hoo Club. Twenty- 
two reinstatements were accepted 
at the same time. 

The concat was conducted by the 
San Francisco Hoo-Hoo Club. Herb 
Schaur presented the local club 
with a gavel from the San Fran- 
cisco club. 


WATER-MIX PAINT 


Sherwin-Williams head outlines 
reasons for consumer acceptance 


THE merits of water-mix paint 
vs. flat oil paint has been a con- 
troversial subject for some time. 
Arthur W. Steudel, president, The 
Sherwin-Williams Co., the nation’s 
largest paintmaker and itself a 
manufacturer of a popular water- 
thinned paint, has issued the fol- 


lowing statement on resin-emulsivn 
paints: 

“Despite the paint industry's 
century-old viewpoint that water 
had no place in an oil paint (except 
as an unethical adulterant), most 
paint chemists have for years per- 
sisted in the search for a durable 
paint utilizing this most abundant 
and easy-to-use thinner. 

“Shortly before the war, the in- 
dustry succeeded in this search, 
Since that time more than 100 mil- 
lion gallons of resin-emulsion paint 
have been used. In 1947, alone, when 
ordinary oil paints were available 
on a competitive basis, we sold 12 
million gallons of our own resin- 
emulsion paint—Kem-Tone. This is 
the greatest sale of any one kind of 
paint in any one year of the paint 
industry’s history. 


RESEARCH RESULTS 


“Our consumer research shows 
that the success of Kem-Tone is 
based on satisfied users who judge 
paint solely on ease of application 
and on results achieved. This re- 
search substantiates the findings of 
our laboratory and technical re- 
search and, to us, presages the doom 
of old-style turpentine paint for in- 
erior flat finishes. Therefore, we are 
devoting our full production, adver- 
tising and merchandising facilities 
to the promotion of our resin emul- 
sion paint as the ideal flat wall 
finish. 

“Our confidence in the future of 
resin-emulsion paints may come as 
a surprise to some of our critics 
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Kinzua can always replace, modernize or rebuild its 
plant. In fact, constant improvements are being made 
in Kinzua’s logging and manufacturing facilities, as 
a matter of regular established policy. 


But the Key to enabling Kinzua to have a permanent 
operation is timber. And Kinzua is working toward 
the solution of that problem. All Kinzua timberlands 
are under scientific forest management. All harvest- 
ing is on a selective basis. When trees reach maturity, 
they are harvested and turned into lumber. 


_KINZUA PINE MILLS CO. 
KINZUA, OREGON 





4 MEMBER NATIONAL DOOR MFRS. ASSN. 


Bi itpInG Propucts MERCILANDISER 


MEMBER WESTERN PINE ASSOCIATION 


As the more mature trees are removed, growth of the 
younger trees is accelerated. In time, Kinzua expects 
to have an everlasting forest which will re-seed and 
replenish itself year after year—decade after decade. 


And this everlasting forest will provide the founda- 
tion for the permanent operation Kinzua is planning 
—will supply the continuity of saw logs to enable 
Kinzua to furnish its famous “quality guaranteed” 
Ponderosa Pine to its customers on a continuous 


basis. 









keep the CLOSETS 














a 
K-VENIENCES are the modern 


way to increase closet capacity without 
sacrificing room space. They are streamlined for 
gleaming beauty . . . scientifically designed to 
meet specific closet needs... 
adjustable to individual requirements. From over 
40 K-VENIENCE items you can meet every 
clothes closet need. Make it a profitable 

policy to install economical K-VENIENCES 
throughout the house. They give so much 
convenience for so little cost! 


® Write for free catalog 









DEPT. N-28 GRAND RAPIDS 4, MICHIGAN 
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who have looked upon these paints 
as merely a wartime substitute re- 
sulting from material shortages. We 
were prepared, however, for this 
criticism since we expected the pub- 
lic at first to confuse resin-emulsion 
paints with water-thinned casein 
and kalsomine paints. 

“Actually, investigation of com- 
plaints has revealed they came from 
dissatisfied users of casein and kal- 
somine paints—paints which never 
claimed to be durable finishes. 

“In contrast to simply formulaied 
casein and kalsomine paints, resin- 
emulsion paint is a synthesis of an 
oil-in-water emulsion containing 
about 25 special purpose ingre- 
dients. It is truly a hybrid of the 
conventional oil paint and the casein 
type water paint which has the 
benefits of both without their in- 
dividual drawbacks. 

“Resin-emulsion paints make it 
possible for millions of Americans 
to do a better decorating job in 
their own homes, more conveniently 
and at lower cost.” 


CODES 


NAM finds diversity of codes 
greatest block to lower costs 


MUNICIPAL building codes 
throughout the country are the 
most important factor hindering 
the large-scale building of homes at 
a reasonable price. 

That is the finding of the Na- 
tional Association of Manufactur- 
ers in a report just published. It 
follows a year-long study of factors 
blocking large scale production of 
homes at a reasonable cost. The 
32-page report is entitled “More 
Housing at Less Cost.” It offers 
six major recommendations for cor- 
recting the code situation: 

1. Repeal of local preference pro- 
visions. The report contends that 
laws providing preferences for lo- 
cal contractors or for building ma- 
terials which have been made or 
purchased locally should be re- 
pealed, since the only purpose of 
such law is to serve as the equiva- 
lent of a local protective tariff. 

2. Repeal licensing provisions. 
These are described as “devices 
through which a number of enter- 
prises obtain exclusive rights with- 
in the licensing area.” Working- 
men license requirements should be 
held to a minimum since such re- 
quirements when perverted become 
devices to limit the number of men 
entering a trade or to discriminate 
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against local groups as against out- 
siders and independents. 

3. Remove inadvertent as well as 
abusive restrictions. Restrictions 
due to excessive diversity of codes 
could be minimized through the de- 
velopment of model codes, which 
could be generally adopted by the 
localities as a substitute for laws. 

4. Adopt performance codes in 
preference to specification codes, 
since a code based on performance 
standards is satisfied by any new 
development which can meet the 
prescribed tests. Codes based on 
detailed specifications ordinarily 
block the use of new materials or 
new methods. 

5. Take steps against perversion 
of building codes. The NAM report 
suggests that agencies preparing 
model building codes might co-oper- 
ate in developing and giving pub- 
licity to “a check list of objection- 
able provisions.” 

State reform and removal of 
local restrictions. While private 
restrictions are subject to the anti- 
trust laws, restrictions given the 
sanction of local public authority by 
being incorporated in building 
codes are now usually immune to 
any public action except that of the 
local government. 


GRAY MARKET 
Operators perform no public 
service, declares Whitlock 

DOUGLAS WHITLOCK, chair- 
man of the Building Products In- 
stitute, has challenged the state- 
ment that individuals who operate 
gray markets in building materials 
are performing a public service by 
correcting maladjustments in the 
distribution of materials. 

It has been contended, said Mr. 
Whitlock, that gray market oper- 
ators buy materials in areas where 
there is a surplus and resell them 
where shortages exist, but all avail- 
able information indicates that the 
gray marketeers buy wherever they 
can find someone willing to sell to 
them, regardless of the total quan- 
tities available on the particular 
market. 

Materials production continues to 
expand steadily, and gray markets 
will disappear as production catches 
lp with demand. This already has 
happened in the case of many in- 
dividual materials, with the result 
that the list of critically short ma- 
terials is becoming steadily smaller. 


CONVENTION SCHEDULE 


Feb. 19-20—Virginia Building 
Materials Association, Roanoke, 
Hotel Roanoke, no exhibits. 


Feb. 22-26—National Associa- 
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Everywhere — American Rental Sanders mean 
business for hardware and paint dealers! This 
service increases store traffic for you... oy aucians 
in new customers for many items. ‘The 









not only to rent floor surfacing” mac 
they also buy floor finishes, 


supplies and materials needed for 


SPINNER t 
EDGER For extra profit and good 


American Spinner Ed 
ous hand scraping... at 
Floor Maintenance 

















DELUXE FLOOR 
MAINTENANCE 
MACHINE 


| 


American Floor Surfacing Machine Co., 521 So. St. Clair St., Toledo 3, Ohio 





| 

Send 12-page illustrated free booklet showing how to make money in the y 
floor sander rental business; also details and prices on the following: 

0 Floor Sander [Spinner Edger () DeLuxe Floor Maintenance Machine i 

Eg. cnc .ccsesns caknacn ress en aneasecndneseceonasensaeeeuetheenhhe ieee 
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BEST-SELLING 


























Paints Behind 
Radiators! 

New nozzle sprays 
Paint straight ahead, 
up, down, sideways. 





Furniture 
Painting Easy! 


_Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 lbs., 


complete. 














ONLY *K 


$54 


COMPLETE 
WITH MOTOR 











Professional Results 
Smooth, even 
coat gives every- 
thing a ‘‘factory 
finish.” 








No Extras to Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 





THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 






NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 
Better Homes and Gardens 
POPULAR MECHANICS 


*T.M. REG. U.S. PAT. OFF..(C) 1947-L.M. CO. 





tion of Home Builders, Chicago, 
Stevens and Congress hotels. 


Feb. 23-24—Nebraska Lumber 
Merchants Association, Omaha, 
City Auditorium, exhibits. 


Feb. 24—Northern Indiana and 
Southern Michigan Retail Lumber 
Dealers Association, South Bend, 
Ind., Oliver Hotel, no exhibits. 


Mar. 2-3—North Dakota Retail 
Lumbermens Association, Fargo, 
location not yet announced, exhib- 
its. 


Mar. 4-6—Intermountain Lum- 
ber Dealers Assn., Salt Lake City, 
Utah, exhibits. 


Mar. 8-10—-Independent Retai! 
Lumber Dealers Assn., Minneapolis, 
Radisson Hotel, exhibits. 


Mar. 9-11—Indiana Lumber & 
Builders’ Supply Assn., Indianap- 
olis, Murat Temple, exhibits. 


Mar. 11-12—Mississippi Retail 
Lumber Dealers Assn., Biloxi, 
Buena Vista Hotel, exhibits. 


Mar. 15-17—Ontario Retail Lum- 
ber Dealers Assn., Toronto, Royal 
York Hotel, exhibits. 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 


Mar. 24-25—South Dakota Retail 
Lumbermens Association, Sioux 
Falls. 


April 1-2—New Jersey Lumber- 
mens Association, Atlantic City, 
Hotel Traymore, no exhibits. 


April 2—Southwestern Iowa 
Lumbermens Association, Chieftain 
Hotel, Council Bluffs. . 


April 7-9—Southern Pine Asso 
ciation, annual meeting, New O) 
leans, Roosevelt Hotel. 


April 15-16—Southern Califor 
nia Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 


April 15-16—Southern California 
Retail Lumber Association, Lo: 
Angeles, Biltmore Hotel, exhibits 


April 18-21—-Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic 
ipal Pier, exhibits. 
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June 1-2 — National-America’ tior 
Wholesale Lumber Associatio he | 
Edgewater Beach Hotel, Chicago. 1 





be 
WRITE DEPT. 63, 589 E, ILLINOIS, CHICAGO I1, ILLINOIS 
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"WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXcwSIVELY 8 
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Editorial 








Publisher’s note: Following the editorials “Our Economy 
Today,” “Diagnosis,” and “R/x-The Prescription and Its 
Ingredients,”—Parts I, Il and III of Editor Arthur A. Hood’s 
series of four consecutive editorials on the problem “How 
to Prevent Another Severe Depression’—we present Part 
IV, “Getting the Patient to Take the Medicine.” 


IV. GETTING THE PATIENT (ALL OF US) 
TO TAKE THE MEDICINE 


We start here by assuming that no one wants a 
stomach ache, and that each of us will do what is 
necessary to avoid becoming really sick if we know 
the consequences of not acting constructively. 

The medicine that will prevent serious depressions 
is universal self-discipline compounded with expan- 
sive self-expression. 

The bottle and spoon for the medicine are educa- 
tion and training. 

The swallowing process is induced by creative per- 
suasion (selling) and the nurse is American Sales- 
manship. No other factor can persuade us to take 
our medicine. What a challenge—what an oppor- 
tunity—what a job for selling!! 

Selling is particularly adaptable to the world of 
ideas and ideals, It is in this world that the goals of 
free men will be realized. 

It becomes immediately apparent that we must 
lift our sights as to the meaning and significance of 
selling and salesmanship. 

The organized sales forces of America—the adver- 
lising and sales federations—have long talked glibly 
of Selling Selling—of Selling as a Career and of Sales- 
manship as a Profession. 

But for public acceptance our Semantics have 
been terrible. At the worst, public understanding 
of these slogans has been so much mumbo-jumbo— 
at the best, selling is considered as something to be 
endured. 

\nd no wonder. Webster defines selling as “trad- 
ing a product or service for a consideration” and 
“laking advantage of someone by a trick.” Webster 
also defines a profession as “A non-commercial oc- 
cupation.” 

if selling is the only vehicle which will prevent 
another severe depression while perpetuating our 
remaining freedoms, it is high time that we give sell- 
ing its proper meaning and significance in the public 
consciousness. 

\s a matter of fact, creative selling is a way of life. 
Creative selling is persuasion to constructive action. 
Every successful person in a democracy is and al- 
ways has been a success primarily because of his abil- 
ity to persuade others to constructive action. 

Without persuasion we are automatons. 

Kvery educator, preacher, doctor, lawyer, mer- 
chant and chief has had to employ persuasion, and 
his progress has been in direct preportion to his abi'- 
ity to employ that tool. 

Selling today is such a fundamental part of life that 
the famous 3 Rs are no longer an adequate educa- 
tional foundation—a fourth factor persuasion must 
he taught. 

If the new definition of selling 





s persuasion to 
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constructive action—selling becomes (a) ethical, and 
(b) non-commercial as well as commercial. Sales- 
manship in this meaning becomes our noblest pro- 
fession—because it can make all other professions 
and all business more productive and more ethical. 

We see now why selling is the only vehicle which 
can prevent a severe depression without a resort to a 
state-controlled economy! 

(We might say here parenthetically that if the 
group which thinks that a socialistic state-controlled 
economy is the only road to Peace, Progress and Pros- 
perity should happen to prevail, it will be because 
they are better persuaders than are we of the free- 
dom group.) 

Our four fold selling job then is to— 

Sell the advantages of freedom that they will 
be capitalized. 

Sell the limitations of freedom that they will 
be voluntarily accepted. 

Sell the disciplines of freedom that they will 
be applied. 

Sell the fact that a depression is unnecessary 
and may be avoided through positive action. 

Confronted with such an expanded selling pro- 
gram, how shall we go about organizing to do the 
job? 

Available to our use are all individuals and 
groups doing persuasive work in America. 

We have individual sales management, market re- 
searchers, advertising and distribution executives and 
salesmen at all levels in the distribution pattern. 

We have these organized in company groups and 
in voluntary associations. 

The entire world of education too is available. 

We must make creative salesmen of our educators 
and they in turn must make educators of salesmen. 

Education, training and advertising are the indis- 
pensable aids to personal selling in this program. 

Specific selling activities to individuals and groups 
might include the following: 

Acquaint all the people with better living stand- 
ards. 

Increase creative selling to cash holding groups 
and individuals. 

Market analysis which will anticipate saturation 
points sufficiently early for the producer to switch to 
other needed production. 

Find pools of inactive money and through crea- 
tive selling (of goods, services and investments) put 
it to work in sustaining and increasing employment. 

Increase the tempo and volume of advertising and 
marketing activities and direct it to proper channels 
when money accumulations reach dangerous levels. 

Increase sales power in proportion to the lowering 
of the employment level. 

Seek to minimize in American Life: distortion of 
truth, injustice, special privilege, corruption in pub- 
lic office, racketeering, demagoguery. 

Yes, creative salesmanship can prevent another 
severe depression if we sell an ethical way of life as 
well as goods and services. 


EDITOR. 










TREATED LUMBER 




































PINE 


Look to Frost for pressure treated lumber. Our plant at 

Shreveport has a monthly capacity of 1,250,000 board feet of 
* 

Wolmanized material and 1,500,000 feet of Creosoted stock ... 

one of the largest plants in the South maintained in connection 

with lumber manufacture. For specifications requiring lumber 


and timber treated for permanence, resistance to termites, decay 


and fire, Frost offers a single source of supply for practically every 





item reaching the ultimate consumer through the retail trade. 


FROST LUMBER INDUSTRIES, INc. 


*Registered Trade Mark 
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St. Louis, Mo. | SHREVEPORT, LOUISIANA Mt. Vernon, \. Y. 
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As Compiled by American Lumberman & Building Products Merchandiser 


Busniess or Economic Measure Pecent Change from 
Source . Montha Previous Year 
CONSTRUCTION ACTIVITY of Data Latest Month Previous Month YearAgo Month Ago 
Permanent dwelling units started 
CURRIN oe gorse lene’ os, 0: ev scacmanatouene scar sesdous\lare wiereruielate 62,000 12-47 80,000* 11-37 39,300 —22.5 +57.8 
Construction expenditures (millions of 
ASS) eee oer cae er er ree Ane ee ERR rg Pee 
Total MEW <CONSELUCTION. 5.0 :6.0.5/0:6, eee sis assis 600 BLS-Com. 1,215 12-47 1,286* 11-47 905 —5.5 +384.3 
Residential buildine (nonfarm)... ...0.0.0c08e88 565 12-47 572" 11-47 ot —1.2 +52.3 
Nonresidential bldg. (nonfarm).....¢........e00. 337 12-47 340* 11-47 319 —0.9 ++5.6 
DP REOY COMBGRICCIEI, um ipi0l es 5) winign0rs oars wiavahey sie sneacvereein 15 12-47 25 11-47 10 —40. +850. 
All OCHEF HEW CONSELUCTION . «06.0666. 6:6566000. 60.64.00. 0108 298 12-47 349* 11-47 205 —14.6 445.4 
tmployment in contract construction 
industry (thousands of workers)............... BLS 1,761 12-47 1,853.5* 11-47 1,643.9 —5). +7.1 
BUILDING TRADES APPRENTICES 
PTE MN Cw a. 5 ora. oo oo 500 soso ssl oceiarwigionerene aed ATS 
WOOCWONIAI TEONIES. ca 65s deine lea eadicwwes 114,363 12-47 112,221 11-47 89,320 +1.9 +28.0 
I RM Sooo oan oes bith of HEROS ee OO aS 41,795 12-47 41,065 11-47 34,431 +18 +21.4 
Beane RR os hte ek arson ha) ches aire bse Scars SUES 15,756 12-47 15,479 11-47 10,921 +1.8 +44.3 
ther DU UBACH 5 oo .sie.sieieie so sielaisresieisisinieviars 17,227 12-47 16,966 11-47 12,761 +1.5 +35.0 
PRICES AND COSTS 39,585 12-47 38,711 11-47 31,207 +2.3 +26.8 
Residential building cost index 20 Cities oe a ‘ 
a og tea nA desc ip ai ‘Boeckh 209.4 11-47 206.4 10-47 174.0 +15 +20.3 
Average hourly earnings in private bld. oe Pe = 
Eo vuadccunesceeawrmevante comakes BLS $1.761 11-47 $1.738 10-47 $1549 41.3 +413.7 
Wholesale prices index, all commodities . = 
CEE oct dbnicebaeatwausey  eekeyaents BLS 163.1 12-47 159.5 11-47 140.9 +2.3 +158 
Wholesale price index, all building materials = é 2 
SRI oes Mi ice ec eae Deb eeiiekeaal BLS 191.0 12-47 187.5 11-47 157.8 +1.9 +421.0 
Prices paid by farmers for bldg. materials - 2 me m —— ; 
for house (1910-14=100)...............0cceeee BAE 378. 12-47 359. 9-47 289 +5.3 +308 
Prices paid by farmers for bldg. materials a = we , = 
for other structures (1910-14—100)............ BAE 340. 12-47 326. 9-47 266. +43 +27.8 
Wholesale price index lumber ere 
DE io sictcleacedcmbapiemnces neene rene BLS — 308.2 12-47 295.6 11-47 226.7 4+2.6 +33.7 
Wholesale price index lumber, commons " 
CE da heen camemauned ones aaewees “BLS _—-382.4 12-47 367.97 11-47 292.7 +3.9 +30.6 
Wholesale price index lumber, uppers oe 
EE, eee cls on acne ecade seu ptaeses *BLS 312. 12-47 307. 11-47 206.6 +16 +54. 
nt at Wholesale price index, steel 2 
RS ne err BLS 1438. 12-47 143. 11-47 120.1 +0 +19.1 
Wholesale price index, cement , = 
et of RRP REE er er BLS 121.6 12-47 120.6 11-47 106.9 +08 +13.8 
Purchasing power of the dollar, wholesale ee 
inte hein padd-dek bboy us area eae BLS $0.613 12-47 $0.627 11-47 $0.710 —2.2 —13.7 
k Prices received by farmers a 
von | are ere BAE _ 301. 12-47 287. 11-47 264. +4.9 +14, 
Consumers’ price index 
taal CE oso Oks ad arpetdiennieranceesGues BLS 164.9 11-47 163.8 10-47 152.2 +0.7 +8.3 
ction Retail food price index 
eo oe ek ona pichnadndintekibiiet BLS = 202.7 11-47 201.6 10-47 187.7 +0.5 +8. 
Retail clothing price index 
mber EE ii bia cimnn anne nwa seewen BLS — 190.2 11-47 189.0 10-47 171.0 +0.6 411.2 
Residential rent index . 
| ETE ene Te BLS 115.2 11-47 114.9 10-47 108.9 +0.3  +5.9 


decay | GENERAL BUSINESS MEASURES 
’ Retail dept. store sales index 





(RE i nc ccaivhicnnensevbsdensesioceded Com. 300. 12-47 300. 11-47 276. +0 +8.7 
every Industrial production index 
, (1935-B9=100) 0... - cece see eceeceeevecees FRB 191. 12-47 192 11-47 182 —0.5 +44.5 
M:anufaecturer’s inventories index 
wail cere rere. Com. 238 11-47 236 10-47 200 +0.8 +19.0 
rade, Nonagricultural employment 
(TN OE WIND 6 iv vcd be cisenaevabews BLS 43,944 12-47 43,446* 11-47 42,928 +11 +2.4 
Consumer installment credit 
ON Oi en we elinieraie ak ee FRB 5,724 11-47 5,453* 10-47 3,646 +5.0 +57.0 
Li ns of reporting member banks 
(OR Ge CII in dex vesudewiss aired FRB 23,428 12-47 22,887 11-47 19,494 +2.4 +20.2 
tevised estimate. BAE: Bureau of Agricultural Economics, U. S. Dept. of 
e ‘orrection. Agriculture 
Com: Office of Domestic Commerce, U. S. Dept. of Commerce 
Dal ce of Data: FRB: Federal Reserve Board. 
I Bureau of Labor Statistics, U. S. Dept. of Labor ———- 
B ‘-Com: Joint estimate of Bureau of Labor Statistics and '‘Boeckh indexes are released monthly for 10 types of 
. ‘ittice of Dome tic Commerce, U. S. Dept. of Commerce construction in each of 39 areas, prepared on the basis of 
KN Y, A Apprentice Training Serv ice, U. S. De pt. of Labor studies of actual building costs, and from current local data. 
es I kh: EK. H. Boeckh and Associates; used by special per- “Prepared for AL&BPM from _———— of Labor Statistics 
sion. ‘ data, but these are not official BLS indexes, 
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Displaying Glass Products 


Full-length mirror doors, strategically placed, are among 
the many glass items which appeal to the feminine trade. 


(5 LASS, ALTHOUGH an impor- 
tant building material, does 
not easily lend itself to display. 
The various sizes, types and thick- 
nesses of glass are problems in 
themselves. 

To solve these problems, it is 
necessary to borrow some of the 
techniques and practices of profes- 
sional display people. Thereby ‘the 
average dealer can set up a com- 
plete glass exhibit that will prove 
a real sales stimulant. 

Since the modern building prod- 
ucts headquarters is becoming a 
center for all types of home build- 
ing materials, the glass display 
should be all-inclusive. It should 
include not only ordinary plate or 
window glass but products like 
double glazed insulating units, heat- 
resisting glass, glass block and the 
like, 

The easiest and most effective 
glass display is possible by utiliz- 
ing a corner or one side of a wall. 
The wall area can be used to dis- 
play mirrors, which should be care- 
fully hung on wall brackets. Un- 





FULL LENGTH 


DOOR mirrors are real traffic stoppers. These 


derneath the wall display should be 
placed the central display unit. 
This unit (note pictures) should be 
the major item in the display. One 
end should be butted to the wall, so 
that both sides are easily acces- 
sible. 
SPECIAL DISPLAY UNIT 


THIS display unit should contain 
samples of the various types of 
glass products handled plus some 
of the more unusual items. The 
display shown is one of the most 
effective. It saves space, does not 
require too much floor planning and 
can assume many different shapes, 
depending upon the budget and 
ideas of the dealer. 

Space is the governing factor for 
additional displays like full-length 
door mirrors. These may be placed 
in the same area or in other parts 
of the display room, as shown in 
the picture. Women welcome these 
displays as an opportunity for a 
“check-up.” 


Glass products, unlike paint and 
other materials, should never be 





can be used in display areas, windows or 


wherever there is sufficient store traffic. 
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displayed in bulk. The supply of 
glass should be kept in separate 
store rooms. Storing and process- 
ing glass, with proper care, is no 
particular problem. 

However, handling of glass prod- 
ucts requires more care and thought 
than is given other types of build- 
ing materials. Considerable re- 
search and development has been 
done to determine the most efficient 
methods of stocking glass. 


STORING FLAT GLASS 


FLAT glass should never be 
stored in a flat manner. Special 
racks should be made so that the 
lights of glass are always on edge. 
These racks are usually in the form 
of an inverted “V”’ with the size 
dependent upon the sizes of glass 
normally handled. The base of the 
rack should be covered with felt 
and should be divided into channels 
in which each piece of glass will fit 
separately. 

Strips of felt should also line the 
diagonal members rising to the 
top of the inverted “V’”. It is a 
wise precaution to keep a thin 
sheet of paper between each light 
of glass. Glass blocks are stored 
best by leaving them in their ship- 
ping containers until used. These 
containers are constructed to afford 
maximum protection against break- 
age. 

11-POINT PROGRAM 

FOLLOWING are 11 points sug- 
gested as a guide to dealers in han- 
dling and ordering glass. 


1. Do not allow cases to get wet. 
Dampness and water may cause 
water marks to stain. 

2. Never slide or drag one piece 
of glass over another. Lift exch 
piece clear of the remainder of the 
case or stack. Dragging causes 
scratches. 

3. Never place a piece of glass 
edgewise or flat on a stone, cement 
or metal floor. Hard, uneven sur- 
faces may cause chips or cracks on 
the edges. 

4. Never lay tools or extremely 


Illustrations: Pittsburgh Plate Glass 
eompany. 
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hard objects on a piece of glass. 

5. Never stack pieces of glass in 
a rack without paper, cardboard or 
wood separators between them. 

6. Always store glass in an up- 
right position. Tops of stacks 
should be covered with paper to 
prevent dust from getting in be- 
tween the glass. 


VIEW of one side of & major glass display. This unit graphically 
Presents nearly 50 different samples of eight major glass products. 
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7. Never slide a glass on a cut- 
ting table. When changing the po- 
sition of a glass, lift it clear of the 
table, put one edge down in the 
desired position and let the other 
side down without sliding. 

8. Keep the work table clean and 
free from glass chips and excessive 
dust. If not removed, these gritty 





MIRRORS may be displayed most effectively 
by hanging them against the wall. Brown and 
black are effective colors for a background. 


materials may cause scratches. 

9. Always specify the kind of 
glass wanted. 

10. When specifying sizes, the 
width and then the length should 
be indicated. 

11. All orders for irregular 
shapes should be accompanied by 
a full-size paper pattern. 














REVERSE side of the glass display is an effective spot for the showing 
of booklets describing and illustrating the use of the products. 
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Offer Structure . . Equipment . . Labor 
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TWO pieces of equipment which are needed in every dairy barn are the manager in the top 
picture and the calf pens in the lower picture. 


ELLING A WHOLE package 

is just as easy as selling half 

a package—and a lot more profita- 

ble—the Rolling Prairie Lumber 

and Grain company in Rolling Prai- 
rie, Ind. has discovered. 

Until last year, the company was 
selling farm structures; other com- 
panies were furnishing the equip- 
ment for these buildings. 

“Why don’t we sell the complete 
package?” Robert A. Russell asked 
his father-in-law, Harold C. Wol- 
cott, owner of the business. 

Today a farmer can come into the 
Rolling Prairie Lumber and Grain 
company and secure a price on 
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a completely packaged barn—the 
building, equipment and labor costs. 

The company itself is prepared to 
furnish everything but the electri- 
cal equipment and it is possible that 
it may extend its lines into this 
field in the future. 


NINE BARNS IN 1947 

LAST year the company built 
nine barns in addition to eight mis- 
cellaneous farm buildings. These 
barns averaged 34 feet in width 
and from 40 to 100 feet in length. 
These complete structures, in dollar 
volume of course, exceeded the re- 
pair and replacement items, con- 
siderable in themselves. 


lebruary 


Sales in depth in packaged farm 
building selling is indicated by the 
sale to one farmer of a barn, a two- 
story poultry house and a machin- 
ery shed. 

Enumerated below are some of 
the materials furnished on these 
jobs by the Rolling Prairie com- 
pany: 


1. Sand and gravel. 

2. Cement. 

3. Rafters. 

4. Bolts—these average $50 to 
$60 on a single barn and may ap- 
proach $100. 

5. Lumber. 

6. Roofing. 

7. Metal accessories 
metal plates, etc. 

8. Stanchions, stalls, ventilators, 
fertilizer carriers and general barn 
equipment. 


angle irons, 


Stanchions are the No. 1 item in 
sales, an average dairy barn taking 
from 20 to 30 and repair jobs from 
six to 13 on the average. Door 
trackage is the second most impor- 
tant item from the equipment 
standpoint. The company sold 4,066 
feet of track last year. If all the 
roofing sold by the company in 1947 
were placed in one area, it would 
cover 11% acres, figures Mr. Russell. 


In order to do a complete job, the 
company has found it necessary to 
expand its lines. Rope, an item 
never before handled by the com- 
pany, is now carried regularly, 
since it was found that an average 
barn will require 200 feet of rope. 


To provide complete service on 
these jobs, the company has three 
erection crews of six men each. The 
construction program is so planned 
that these mechanics are kept busy 
on practically a year-around sche:l- 
ule. 


The company buys farm equip- 
ment in carload lots, but is obliged 
to keep only a small inventory on 
hand, since there is adequate time 
to secure the equipment once a 
structure is started. 


The dramatic story of packaged 
selling on the farm by Rolling 


o 


Equipment illustrations: Starline, Inc. 
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A complete barn package includes the labor 
and the equipment as well as the building. 
Good profits lie in combining all these 
into one sale, says this Indiana company. 










X 
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THREE of the company’s six trucks show how advertising possibilities are utilized. 


Prairie Lumber and Grain company 
has evolved in the last three years. 
In 1946, the company, which is lo- 
cated in a town with a population 
of only 500 people, led the state in 
the sale of farm equipment and 
products. This record was estab- 
lished largely through the planned 
efforts of Mr. Russell, who saw the 
opportunity and developed it to the 
maximum. As a former assistant 
agricultural agent for LaPorte 
county, Mr. Russell is not only inti- 
mately familiar with agricultural 
requirements in his territory, but 
also acquainted with a large num- 
ber of potential customers. 


DIRECT MAIL PROGRAM 

TO REACH these customers reg- 
ularly and effectively, he developed 
a direct mail program that has paid 
dividends in new customers and 
greater profits. Six years ago the 
names of 400 customers were on 
the company’s direct mail list; to- 
day there are 1,500. The list con- 
sists of former customers; there is 
also a separate list of non-resident 
landiords as many city customers 
have farms in the area. 

The company purchased mimeo- 
graph and addressograph equip- 
meni and began mailings; the re- 
sults were successful immediately 


THIS Lrooder house is another completely 
furnished farm structure. 
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and within eight months the com- 
pany traded in its almost new 
equipment for something better in- 
cluding an electric mimeograph ma- 
chine. An additional telephone was 
installed and a clerical helper added 
to handle the additional business; 
to complete its office equipment a 
new posting machine has been on 
order for several months. 

One direct mail piece each week 
is sent out to the 1,500 customers 
under the schedule as planned, al- 
though this goal is not always met. 
The pieces may be in the form of 


HAROLD C. WOLCOTT, owner of the com- 
pany and Robert A. Russell, who has charge 





of packaged barn sales. 


over-size post cards or 8'%xl1l 
mimeographed sheets; in either 
case the piece is illustrated by a 
rough drawing, often of a humor- 
ous nature. Frequently a_ local 
news item of general interest is in- 
cluded. 

These direct mail pieces fre- 
quently emphasize barn structures 
and equipment. To quote from one 
direct mail piece: 

“For the past four years we 
have sold more Rilco buildings than 
any other dealer in “the state of 
Indiana. We have sufficient experi- 
ence in barn construction to offer 
you real service in the planning of 
your barn. Feel free to come in 
and talk over your barn problems 
with us. 

“Even if you are interested in 
only remodeling your present barn, 
we can be of outstanding service 
to you. We furnish blue prints 
free of charge. Let us give you 
an estimate. We are in a position 


to give you a completed cost price 











on any standard width barn. This 
includes the entire erection cost 
with us furnishing all the material. 
There is no waiting. We have it 
in stock today.” 


EMPLOYES INFORMED 


CARRYING out its policy of 
keeping customers informed of the 
latest merchandising developments, 
the company realizes that its em- 
ployes must also be kept informed. 
Each week the company issues a 
mimeographed sheet to its truck 
drivers. This sheet lists new items 
in stock, new products expected, 
price changes, etc. It is placed in 
a weather and dirt protected case; 
one side of this case contains a 
phostatic map, especially prepared 
by Mr. Russell, of the company’s 
trading area. This area extends to 
30 miles for barn equipment, 15 
miles for lumber and other build- 
ing materials. 

The company makes full use of 
its trucks for advertising purposes. 
An exhibit of barn equipment is 
maintained in the store. This ex- 
hibit, Mr. Russell has found, is re- 
sponsible for a considerable amount 
of take-away business. It is al- 
tered to some extent once a month. 

Sale of farm equipment in a sin- 
gle barn about equals the sale price 
of the structure itself, Mr. Russell 
finds, in a completely packaged 
sale. In 1947, the company sold 
approximately $20,000 in farm 
equipment. It is anticipating a 
greater building year in farm 
structures in 1948. 

To handle this rapidly growing 
business, the company has expanded 
from five employes to 14 employes 
in the past six years and from two 
to six trucks, a record that many 
larger companies would be glad to 
match. 














STANCHIONS, left, with water bow!s are one of the biggest selling items in the fa:m line. 
Gable door equipment, right, extends to track, hangers and hay grapplers. 





STORE disp!ay of ventilators, stanch’ons and other equipment is changed each mon*h 
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THESE dairy barns were completely furnished by Rolling Prairie Lumber and Grain company. Equipment 
included ventilators, stanchions and stalls, litter carrier, feed cart; hay track and hay carrier; door 


track and hangers. 
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With Installment Selling 


This sales tool, now utilized so effectively by competition, 
can add and recapture business for the dealer who uses it. 


ODAY’S JOB for the retail 

lumber dealer is to get his 

full share of the consumer’s dollars 

against some of the toughest com- 
petition you have ever seen. 

Your use of installment selling 
will help you get your full share. 

One of the little things that some 
of your toughest competition is do- 
ing, such as the Montgomery Ward 
retail stores, Sears, Gamble and 
other concerns—which are branch- 
ing out into the building industry 
—is making their prices fit the 
greatest number of incomes in the 
community. They do not cut prices; 
instead, they quote their materials 
and services at the lowest cost per 
month. 

If you haven’t walked through 
one of those stores in your com- 
munity recently, you should visit 
one or more such stores in your 
area. You may be surprised and 
shocked to find how many materials 
you have in your yard are offered 
for sale in these chain stores and 
mail order stores on budget pay- 
ment terms. 


SUCCESSFUL COMPETITION 

IF BUDGET payment’ terms 
weren’t a good thing for their busi- 
ness, they wouldn’t offer them. So 
take a tip from your toughest com- 
petition and use that little thing 
that builds sales for those who 
learn installment selling and who 
use it intelligently. 

The applicators, who now sell all 
types of property repair, improve- 
ment and maintenance jobs, even 
portable non-residential construc- 
tion, have become a big factor in 
the retail building industry because 
they sell on budget terms. The 
itinerant applicator got his start in 
your business because he saw the 
appeal of monthly prices geared to 
monthly income. 


Are you fighting competition 

*HKalph B. Page is manager of the 
Minneapolis office of Allied Building 
Credits, Ine. ‘This article is a digest 
froin his speech, “Today’s Job,” given 
at the 1948 convention of the North- 
western Lumbermen’s association. 
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By RALPH B. PAGE* 
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with the sales tool that is more 
effective in your hands than in the 
hands of strangers? The published 
fact and daily reminder io all, that 
materials and _ services can be 
bought from you on easy budget 
payments is the answer to competi- 
tion from other sources for your 
customer’s time payment dollars. 


PLACE SIGNS EFFECTIVELY 

TELL people by signs, placed 
where they will be sure to see them. 
For example, at your counter and 
in the yard drive: “We sell on the 
budget payment plan.” That sign 
and any other advertising you do 
requires backing up by you and 
your yard personnel. You and all 
your yard personnel must be fami- 
liar with installment selling tech- 
niques and must talk installment 
sales. Everybody in the yard must 
be installment sales minded if you 
are going to effectively use install- 
ment selling. 

In thinking over installment sell- 
ing, remember this: there are only 
so many dollars in your area to be 
spent for all types of consumer 
goods and services. How are you 
going to get enough of those con- 
sumer dollars against competition 
from the appliance dealer, the car 
dealer, the itinerant applicator and 


others unless you use installment 
selling effectively? 

When you have decided to pro- 
vide convenient budget payment 
terms for your customers, the next 
question is—who is going to carry 
your time payment sales and why. 
You can carry them willingly or 
unwillingly. You can offer to carry 
your customers’ accounts for long 
terms, but why should you tie up 
your money in accounts receivable 
that will not earn you as much or 
more as the same money put into 
inventory and turned over many 
times, let’s say, in a 36-month pe- 
riod. 

You can let your customers sell 
you on putting their accounts on 
your books until pay day or until 
the cows come fresh or when the 
hogs are ready for market. Then 
you can send statement after state- 
ment and not get your money for 
two months, three months, six 
months, a year or more. 


USE COLLECTION AGENCY 

A FAR better solution is to find 
and use some one else to carry your 
customers’ accounts and to do the 
collecting. In every major city in 
the United States there is at least 
one source that will give you good 
service. 

What do you want in a budget 
payment service for your custom- 
ers and yourself? Let’s look for 
the most service you can obtain in 
one package for all your types 
of sales—new non-residential con- 
struction, new homes, repairs, al- 
terations, etc. Look for terms 
geared to all classes of your cus- 
tomers: farmers, who require sea- 
sonal payments on a quarterly, 
semi-annual or annual basis; a 
service that provides monthly pay- 
ments for those whose income is re- 
ceived monthly, etc. 

Look for control of the budget 
payment terms in your own place of 
business. Look for the opportunity 
to offer your terms while you are 
helping your customers to buy. Look 

(Continued on Page 113) 
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OW A BANK, a builder, a real- 
tor and an architect got to- 
gether to render practical rather 
than vocal help to the returning 
veteran is the story behind the 
unique Painesville, Ohio, “Sweat 
Equity” home construction project. 
This successful undertaking, now 
completing its second 50-home de- 
velopment, is an example of co- 
operation between elements of the 
light construction industry and 
may set a pattern that others will 
follow in the building of high 
quality, low cost homes. 

The basic idea of the Painesville 
plan was conceived over two years 
ago when reconversion and demobil- 
ization started a steady stream of 
veterans flowing through the doors 
of the Cleveland Trust company. 
Worried by the lack of low cost 
housing, Vice-President Harry R. 
Templeton, in charge of the insti- 
tution’s mortgage loans, began to 
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look around for some solution that 
would be in line with the veteran’s 
budget. 

In analyzing each individual 
case, it was quite apparent that the 
veteran’s primary basic need was 
minimum shelter. Such minimum 
shelter must be available as quickly 
and inexpensively as possible—and 
the veteran should be able to add to 
his property so as to both fit it to 
his needs and to protect his invest- 
ment. 

OWNER IMPROVES 

HOW could this minimum shelter 
be obtained? First, it would require 
some extra effort on the part of the 
veteran. That recalled the bank’s 
experience before the war in house 
financing under FHA Title I, Class 
3. In addition to the $2500 loaned 
under this provision, the bank en- 
couraged the home owner to throw 
in some “sweat off his own brow” 
by making improvements _ that 
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John Wallace Green, Architect 





FIFTY houses are now under construction on the secnd Painesville 
project. This six-room, 112-story home sells for $8500. 
are expected to reduce this to approximately $7500. 


Final savings 


“Sweat Equity” 
Plan Yields Low-Cost 
High-Quality, Homes 


would convert the minimum shelter 
into a thoroughly livable home. In 
effect, the owner developed a “sweat 
equity.” (Of more than $1,250,000 
loaned by the bank on this basis, 
there is today only one default. 
More than 75 percent of the loans 
have been completely liquidated.) 
Second, it would require some 
sacrifice and enterprise on the part 
of home building factors. Construc- 
tive action on this point got under- 
way when Milton V. Ludwig and 
George B. Payne, an experienced 
realtor and contractor, respectively, 
from Painesville, Ohio, visited the 
Cleveland Trust company and 
voiced the opinion that something 
should be done to provide veterans 
with housing which would meet 
their shelter needs without over- 
reaching their financial means. 
Next, John Wallace’ Green, 
Painesville architect, entered ihe 
picture. He designed the low-cost 
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John Wallace Green, Architect 


STARTED in 1946, these 4/2 room (plus garage and utility room) houses 
Subsequent savings passed back to the 
owner have reduced the selling price to less than $6000. 


were sold for $6400 each. 


Close cooperation by building factors 
produces 4!2 room house for less than 
$6,000. Veteran increases value of 
non-essentials. 


house by finishing 


4%-room (plus garage and utility 
room) house shown in this article. 
Both the architect and the con- 
tractor carefully analyzed prelim- 
inary plans to see what things could 
be left for the owner to finish with- 
out affecting the long-term value or 
the immediate shelter utlity of the 
home, 

With a house designed, a develop- 
meni tract selected and construc- 
tion costs estimated, Painesville 
Civic Housing, Inc., a corporation 
organized not-for-profit, was cre- 
ated. Funds to purchase the land 
and construct the houses were 
loaned to it by the Cleveland Trust 
company, 

SAVINGS REDUCE PRICE 

THE 50 houses were sold to vet- 
erans at $6400 each on the basis 
that when construction of the en- 
tire project was completed all sav- 
Ings below the agreed selling price 
Would be divided equally among the 
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50 buyers. This past Christmas of- 
ficials of Painesville Civic Housing, 
Inc., notified the 50 home owners 
of Hawthorne drive that a savings 
of $500 had been credited against 
the cost of each home. A final sav- 
ings of several hundred dollars will 
be passed on to each home owner 
as soon as the corporation is satis- 
fied that the houses have completed 
their “trial runs.” 

These remarkably low costs were 
achieved by cooperation and across- 
the-board profit cutting: 

1. The architect received $10 a 
house for laying out the plots and 
designing the house. 

2. The realtor negotiated sale of 
the land without commission and 
limited his charge for handling all 
details relative to transferring the 
houses to their ultimate owners to 
$50 a house. 

3. The contractor worked cost 
plus 10 percent (taxes, social secur- 
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ity, workmen’s compensation, over- 
head and similar costs were paid 
out of the 10 percent). 

4. The bank loaned the not-for- 
profit corporation at 3 percent in- 
terest. 

5. The owner developed his 
“sweat equity” by completing clos- 
ets, painting interior walls, cover- 
ing the concrete radiant-heated 
floor slab with wood flooring, lino- 
leum carpeting, etc. It is estimated 
that the owner built a $700 to $800 
“sweat equity”’—adding just that 
much to the value of his house. 

2ND PROJECT: FULL PROFIT 

OUT of the building of these 
first 50 homes has developed a sec- 
ond Painesville project that is now 
under construction. This second un- 
dertaking is, in the opinion of the 
Cleveland Trust company, a full- 
profit job that yields a fair return 
to all parties yet results in low cost 
housing for the veteran. It is be- 
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“What Sacrifice Did You Make?"—Realtor 
Asks Bank 


To the Cleveland Trust Company: 


It is a very simple thing to suggest that other 
persons cut their legitimate charges to the bone, 
just so long as the charges of the loaning institution 
are not impaired. .. . You suggest that the architect 
receive $10 a house. The tremendous sum of $10 
wouldn't cover the cost of paper to say nothing 
of the time to draw the plans or revamp ones 
already drawn. . . . Without doubt, your institution, 
as with so many other, is loaded to the eyebrows 
with government low interest bearing securities aver- 
aging you a return of between one and ||/, percent. 
Even so, you probably ask G.I. Joe for an interest 
return of at least 4 percent. Wouldn't it be of 
greater assistance to the G. |. to save two percent 
or 234 percent each year on his mortgage indebted- 
ness than to make a small saving at the start through 
a reduction in the usual builders fees? . . . If you 
recommend that the architect, the real estate broker 
and the builder should all. make drastic cuts, why 
stop there? How about a:$2.40 an hour carpenter 
being willing to work on the G. I.'s house for $1.25? 
How about the building material people furnishing 
oak flooring at $100 instead of the prevailing price? 
Let's learn, if we can, what you and your institution 
are willing to do for the G. |. in the way of drastic 
reductions or complete elimination of charges? 


Signed (name withheld) 
Realtor 














"Considerable. More Important, Projects Sell 
Veteran on Free Enterprise"—Bank Answers 


Dear Sir: 

That you presume to jump to the conctusion that 
our institution is asking sacrifices of others in which 
we are not willing to participate is an error on your 
part... . They (the architect, builder and realtor) 
recognize an obligation to the veteran and realize 
that if something is not done to relieve the situation 
that we will be faced with trouble at a latter date 
should prices decline and the veteran finds that his 
hard paid for equity dissolves in thin air. . . . This 
seems a much more intelligent approach to the 
problem than making a sale to a veteran just to gct 
the commission or building a home for a veteran in 
which there is an improper amount of profit... . 
These three men are doing more to convince the 
veterans housed by this program that the private 
industry system is worthy of support than all the 
publication and radio talks could possibly do. ... 
The conditions under which each of these three 
people entered this program were their own sug- 
gestion and not any influence by us. . . . We have 
eliminated all charges accruing to construction funds 
from four to three percent .. . have eliminated the 
necessity for preparing a bond and mortgage, the 
cost of title work, the cost of a survey and the 
cost of recording. .. . The Cleveland Trust company 
committed itself to the possibility of advancing 
$250,000 or $300,000 to a corporation whose cap- 
ital structure is only $500. 


(Signed) Harry H. Templeton, Vice President 
Cleveland Trust Company 


















lieved that it can be applied suc- 
cessfully to any locality. 

Like the first project, 50 houses 
are being built. However, the sec- 
ond 50-house project is made up of 
6 and 7-room, 114-story homes. The 
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Trust Company. 


owner completes the upstairs bed- 
rcoms as well as finishing closets 
and painting interior walls. By con- 
trast, the architect receives $30 a 
house, the realtor $100 and the 
builder cost plus 10 percent plus 10 














EXCERPTS of an exchange of correspondence between a critic of the Painesville Project and the Cieveland 


percent. 

3uilt on 60 x 200-foot plots, these 
houses are being sold for $8500 and 
$8650. It is expectec that savings 
passed back to the owners will re- 
duce final costs to $7500 and $7800. 


ORIGINATORS of the “sweat equity” veterans home building plan, left, observe signing of the project's 
first G. I. couple. Standing left to right are M. V. Ludwig, H. R. Templeton, George Gund, John Wallace 
Green and George B. Payne. 


Seated is A. G. Tame. The veteran develops an estimated $700 to $800 


other non-essentials. 


“sweat equity” by painting interior walls, right, finishing closets, covering the concrete floors and finishing 
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- SPEEDS UP DELIVERIES 
ize 
jon 
te 
his 
D Exivery within 20 minutes! 
e 
jet if That is the promise by Jewett Lumber company, 
in Des Moines, Iowa, on many fast-moving items that 
. are packaged and ready to go. 
the 
aie This speed is possible with the mechanical handling 
the equipment which the company has installed within the 
os last year. This equipment now includes a carrier truck 
ree and a lift truck and plans are made to purchase another 
ug- lift, according to Homer H. Jewett, manager and sec- 
ave retary. 
nds 
the The straddle truck, which is used to make up to a 
the dozen deliveries a day, does the work of three or four 
the trucks, says Mr. Jewett. The company’s straddle truck 
any : has been used to deliver flooring, cement (75 sacks on 
‘ing CARRIER is used for many deliveries daily. It comes in very handy a pallet), lumber, gypsum, sheeting and asphalt shin- 
ap- for carrying long timbers. In this case it is carrying approximately gles. It has been found especially advantageous as a 
2,800 feet of 1x4 sheathing. medium for delivering long timbers such as 24-foot 
bent ' — 3x12s. These fail to balance well on a 12-foot truck 
™ : 7 bed, but overhang easily, front and rear, on the 
— straddle. 

A large percentage of fast moving items—2x4s-8, 
2x4s-16 and 2x8-10 are packaged for immediate de- 
livery. 

, these 
D0 and The company will hard-surface its yard this year 
avings to permit maximum use of its fork lift truck. In ad- 
rill re- dition, the company plans to modernize its yard and 
$7800. 


display room and build a new shed. 


Jewett has recently expanded its yard communica- 
tion system from one outlet in the central office to out- 
lets in the private offices of Gerald A. Jewett, vice 
president, and Homer Jewett as well as the shipping 
office and eight outlets in the yard. 














CRANE is used to lower “boxes” onto flat bed trucks. These “boxes,” THIS picture shows how the Jewett Lumber company uses the fork lift 
hauled around the yard by tractor, are time-savers. Trucks are not for a variety of purposes. In this case it is being used to unload and 
tied up in the yard while loading. pile 450-pound drums of roofing pitch. 
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LIEBER yard managers are good housekeepers and the resu'ts are 
shown in this neat, well stacked yard. 


O MENTION the name Otto 
Lieber Jr. is one good way to 
start a rapid-fire discussion on 
how lumber and building products 
can be merchandised aggressively. 
For Master Merchant Lieber, presi- 
dent of the Lieber Lumber and 
Millwork company, Neenah, Wis., is 
a leading example of how the man- 
agement of a retail lumber concern 
can maintain and build sales vol- 
ume. 

In 1941—at an age when many 
men just come into control of a 
business—-he wrote Twenty Two 
Years of Hustling, a manual of 
successful retail lumber yard man- 
agement. Today, already nearly 
one-third through his second 22 
years in the industry, Otto Lieber 
is still adding chapters to his busi- 
ness experience by applying new 
merchandising ideas and improved 








WORKBENCH and fool set, left, sells itself to the man with a hobby. 
originate store-built displays like this simple but effective brush rack at the right. 


management techniques to his com- 
pany’s four yards at Neenah, Kau- 
kauna, New London and Appleton, 
Wis. 

The success of these measures 
can be appraised by the fact that 
in both 1946 and 1947 the com- 
pany increased its sales volume ap- 
proximately 50 percent over the 
preceding year—and sold more than 
$1,250,000 in goods and services 
during the 12 months ending Janu- 
ary Ist. 

DEVELOP NEW MARKETS 

FACTORS accounting for such 
volume figures are traceable in 
large part to one of the outstanding 
characteristics of the company— its 
willingness to take on worthwhile 
new products and to develop mar- 
kets that many dealers disregard. 

For example, the present high 
store traffic at Lieber yards is no 


sbggnressue 


Following the Master 


One-third through his second “22 Years of 
Hustling’”, president of Lieber Lumber and 
Millwork company, Neenah, Wis., is adding 
new chapters in retail: yard management. 


accident. When home building 
dropped at the start of the war 
(Lieber built between 50 and 70 
homes a year), the company de- 
cided that it would make up for 
this volume (1) by handling a 
greater variety of specialty mer- 
chandise of interest to the home 
owner and (2) by drawing buyers 
to the store through effective news- 
paper (see Advrtising with a Pur- 
pos, AL&BPM, Nov. 8, 1947) and 
radio advertising. 

Advertising, written personally 
by the company president, started 
with a 2x10-in. space and has since 
increased to half and full-page pro- 
portions. It is continuing to bring 
people into the store after such 
items as builders hardware, com- 
plete home _ workshops, portable 
power tools, plastic clothes hangers, 
individual glass blocks for making 


Employees are encouraged to 
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Merchandising 
Merchant Lieber Way 
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MASTER MERCHANTS OF THE LIGHT 
‘Ss of CONSTRUCTION INDUSTRY 
One of the Nation's outstanding building products re- 
d tailers is featured in each issue of this publication. The 
an editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 


‘er 


























ding Ein ndatny Only op gt merchrs ell be fe 
tured in the series, but @ sufficiently large number of 
ent, oi yaw aaa 
EVERYTHING but boards and dimension are stored under one roof at 
(Cover*) Lieber‘s New London merchandising plant. 
ilding small bookcases, etc., fireplace inches up to *4x8 inches. And all We will help you select a reputable 
war screens, log grates, aluminum bright, clear grade stock, kiln dried, contractor and will see you all the 
id 70 clothes line poles, wheel barrows ready for paint. way through as far as our products 
v de- and hand trucks, kitchen fans, mail “If you want to install your sid- are concerned.” 
p for boxes, underground rubbish receiv- ing during the winter months, you At present Lieber is considering 
ng a ers, glue, all types of household can paint it first before you put it re-entering the home field with a 
mer- cleaners and waxes as well as avail- on. We suggest you use Lieber’s promotion tied around the Industry 
home able customary items of building Dutch Boy or SVW outside paint Engineered house. Several con- 
uvers materials and equipment. for lasting endurance and beauty. tractors in each Lieber yard town 
news- BACK TO BUILDING PRODUCTS So if it’s siding you have been look- will be urged to ccnstruct one or 
. Pur- OTTO LIEBER admits that he ing for, come to Lieber’s. But don’t two I-E homes. Ana the basic idea 
) and has more than one reason to be glad wait too long as it is first come first of A Better Way to Build will be 
that he can again advertise lum- Served. Lieber’s do, however, re- called to public attention through 
onally ber and building products as well serve the right to limit the sale of | advertising and publicity. 
tarted as these specialties. Until such ma- this hard-to-get item to enough for The company is as equally thor- 


since terials returned to his bins and one customer to complete one ough in its office procedures as it 


@ pro- shelves, many people, in his opin- home.” is in its merchandising methods. 
bring ion, had become so accustomed to ' IE HOUSE PROMOTION All accounting is centralized at the 
au shopping at Lieber stores for spe- WHILE the company has not as Neenah headquarters yard and, ex- 
poe cialty items that they regarded the yet returned to home building, it cept for reporting his daily sales 
rtable firm as a retailer of specialties now provides both plan and archi- and receipts, yard managers at the 
ngers, rather than a lumber yard. tectural ~— To customers who other three yards are practically 
aking In the case of building products, want to build, Lieber says this: freed of accounting worries. 


advertising s tresses availability “Decide upon the home you want. Sales of each yard and depart- 
particularly. “People want to know 
what they can get right now! Not 
tomorrow,” the company head em- 
phasizes. This theme is carried 
out in the following typical radio 
commercial (recently presented on 
Lieber’s weekly half hour radio pro- 
gram featuring polka music and 
particularly slanted for farm lis- 
teners) : 

“Lieber’s have just received an- 
other carload of cedar siding. This 
siding is all clear grade, kiln dried, 
first quality, finest workmanship. 
This is the second carload they have 
been able to secure in six years. 
This stock will not last long so if 
you have been waiting for siding to 
complete your home, act now. Go 
to one of Lieber’s great yards to- 
morrow and select the stock you 
need. You will find sizes from 14x4 
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“Otto Lieber Jr. against the foreground of 


his company’s Neenah yard. THIS billboard is both good advertising and good public relations. 
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TO THE customer who selects a house plan and wants to build, Lieber says “We will see you 
through all the way as far as building materials are concerned.” 


ment (lumber, millwork, building 
supplies, including masonry, metals, 
etc., wallboard and insulation, roof- 
ing, hardware and specialties, paint, 
and fuel) are compared against 
monthly sales quotas. Graphs vis- 
ually show the relation of profits 
to sales expense. 


INVENTORY CONTROL PROGRAM 

HERE is how Lieber Lumber and 
Millwork company is dealing with 
the current problem of how to 
keep inventory in bounds under 
present economic conditions. Meas- 
ures used are designed to secure 
(a) faster turn-over of (b) a mini- 
mum amount of stock without (c) 
reducing the total volume of stock 
handled during the year. The three- 
point program calls for: 

1. Supply one yard from an- 
other’s surplus—Each yard man- 
ager sends an itemized weekly re- 
port of stock on hand to the Neenah 


headquarters yard. If a yard in- 
dicates that it is low or out of a 
needed item, inventories on hand 
at the other yards are checked be- 
fore purchasing to see if the item 
can be drawn out of one yard’s sur- 
plus stock and sent to the yard 
where it is needed. 


2. Eliminate slow-moving items 
—Turn-over of each item stocked 
is being carefully analyzed. Slow- 
movers are not re-ordered. 

3. Concentrate certain materials 
at one yard—-Rather than have a 
separate large stock of all mate- 
rials at each yard, arrangements 
are being made to create a con- 
centration of certain materials at 
one yard. Complete but small stocks 
will be kept at the other three 
yards, but large orders will be 
trucked directly from the concen- 
tration yard to the buyer—regard- 
less of what yard makes the sale. 


COLLECTION METHODS 


EFFECTIVE collection methods 
have kept bad debt losses to less 
than 1/10th of one percent during 
the life of the company. Two form 
notices, one mailed the 15th and 
one mailed the 25th, follow bills 
that remain unpaid after the 10th 
of the month. These are followed 
up by two form letters, then tele- 
phone calls. After 45 days, personal 
calls by yard personnel are made. 
After five months, preparations are 
made to secure a lien. 








From Twenty Two Years of Hustling by Otto Lieber Jr. 


"It is true there is no romance in 2x4s, sacks of cement, brick, tile, 
sewer pipe, and many other items that are used to construct a home. 
There is, however, romance in the air when a young couple first come in 
to see the lumber dealer for advice on the new home they are about 
to build. You see hope, anticipation and happiness in their faces. The 
dealer counsels with them, advises them wisely because they know so 
little about the important venture they are about to undertake. 

"They build their home, get settled, and become a very definite part 
of the community because they have a valuable possession at stake. 
They plant trees, flowers, and shrubs and soon their home is one of the 
neatest on the street. This is real romance in every day life. 
pening every day in lumber offices all over America. .. . 


It is hap- 











COMMERCIAL and industrial business is cultivated. These glued-laminated rafters, left, were. sold for a 


new store. 


l’ebruary 14, 


Deliveries are made in the company’s distinctive green and white trucks, right. 
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EXHIBITS at the 67th annual convention were the most extensive in history. 


OHIO... 


Don B. Beaumont new president of Ohio Association of 
Retail Lumber Dealers; program Features panel discussion. 


HE OLDEST retail lumber 

dealers’ association, Ohio, at- 
tracted the largest convention at- 
tendance in its 67-year-old history 
at its annual meeting in the Cleve- 
land Public auditorium, Jan. 20-22. 
More than 3,000 dealers registered 
for the three-day session. 

In addition, more than 160 manu- 
facturers took exhibit space, at- 
tracting a large group of interested 
dealers throughout the convention. 
Another drawing card were sub- 
stantial prizes—more than $5,000 
worth ranging from a new automo- 
bile to a complete ladies wardrobe 
valued at $500. 

Don B. Beaumont, Cleveland 
Lumber and Door company, Cleve- 
land, was elected president of the 
Ohio Association of Retail Lumber 
Dealers. He succeeds Floyd Pen- 
dleton, F. S. Pendleton Lumber 
company, McComb. 

Other officers elected were: J. 
Irvin Jones, The Doddington corpo- 
ration, Columbus, first vice presi- 
dent; John M. Horn, The John M. 
Horn Lumber company, Hamilton, 
second vice president; Allen H. 
Brain, The Brain Lumber company, 
Springfield, treasurer; Findley M. 
Torrence, Xenia, was re-elected sec- 
retary, and Charles E. Benson, Co- 
lumbus, field secretary. 

PANEL FEATURED 

_ONE of the leading business ses- 
Slon features was a panel discus- 
sion, a form of presentation that is 
becoming increasingly popular at 
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the retail conventions. The panel 
at Ohio’s convention was on the 
subject of Lumber Supply and 
Building Costs. Arthur A. Hood, 
editor of AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER, 
was moderator. W. H. O’Brien rep- 
resented the manufacturer; 8S. E. 
Williams, Southern Pine inspector; 
Don A. Campbell, retail lumber 
dealer and Ralph T. Alger, contrac- 
tor. 

Major business problems in 1948 


will be of a monetary and price in- 
flation nature, Thomas S. Holden, 
president of F. W. Dodge corpora- 
tion, construction analysts, told the 
convention. 

“It is my opinion,” said Mr. 
Holden, “that if commodity price 
and building cost increases are 
halted sometime this year, price 
stabilization can be effected by a 
mild corrective recession. Most 
economists expect commodity prices 
to continue to rise during the first 
few months of this year, reach a 
peak and then decline moderately.” 

Turning to the subject of the 
prefabricated house, Mr. Holden 
predicted they will not replace the 
custom-built home because “you 
can’t prefabricate home sites, land- 











PANEL DISCUSSION was a popular program feature. Members of the panel on Lumber Supply 

and Building Costs were W. H. O’Brien, manufacturer, on “How to Make It;” S. E. Williams, 

Southern Pine inspector, on “How to Grade It;’ Don Campbell, dealer, “How to Sell It’ and 

Ralph T. Alger, contractor, “How to Use It.” Arthur A. Hood, editor, American Lumberman & 
Building Products Merchandiser, was moderator. 
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scaping, gas, water and light facili- 
ties and you can’t just drive a 
house to where you want to set it 
up.” 

The building analyst admitted, 
however, that prefabs have. usually 
proved successful when undertaken 
by experienced, well - capitalized 
builders with sufficient sites ad- 
jacent to a substantial home mar- 
ket. 

MASON SPEAKS 


NORMAN P. MASON, president 
of the National Retail Lumber 
Dealers association, was another 
principal speaker. He said produc- 





DON B. BEAUMONT was elected president. 


tion of building materials must be 
stepped up without increasing costs 
if the 1948 goal of 1,000,000 new 
homes is attained this year. The 
NRLDA head listed four other 
“musts” to reach the 1948 goal. 
These were: 

Discouragement of a federal pol- 
icy of credit stringency. 

Curbing of exports to the point 
where builders in this country will 
not be hamstrung. 

Avoidance of government con- 
trols and allocations which worked 
poorly when they were in force and 
which therefore should not be tried 
again. 

Suppression of hysterical talk by 
those who scream “housing emer- 
gency” because they want to put 
the already overburdened federal 
government into the home-owning 
business. 

“If we are to build a million 
homes,” declared Mr. Mason, “we 
must have more production. The 
answer seems to be co-operation be- 
tween labor and management—a 
joint agreement that prices be held 
and production increased by setting 
aside the overtime provisions of the 
wage-hour act.” 


84 


SOUTHWESTERN ... 


Paul M. Leird succeeds Walter A. Lambert as president; 
Dealers hear Lynn Boyd talk on Industry-Engineered home, 


OMPLETE co-operation of the may be saved in labor—an esti. 
contractor and organized mated $650 to $850 against the 
building trades mechanics is essen- price of a similar house utilizing 
tial to make the Industry-Engi- non-modular materials. 
neered Homes program a success, 


, Mr. Boyd’s homes sold for ap- 
Lynn Boyd, former president of the aan 


proximately $7,000 including $750 


Lumbermen’s Association of Texas, lots. The houses were 768 square 
declared at the 60th annual conven- — feet, Admitting that his profit was 


tion of Southwestern Lumbermen’s 
association in Kansas City’s Mu- 
nicipal auditorium, Jan. 28-30. 

This co-operation can be achieved 
by deliberate effort on the part of 
the building materials dealer, added 
Mr. Boyd, relating his own experi- 
ence in Houston where the CIO and 
AFL both indorsed the program at 
a meeting with lumbermen. Mr. 
Boyd himself built two I-E homes 
in 1947 and plans 10 to 15 others 
this year. 

Although this was Mr. Boyd’s 
33rd Southwestern convention in 
the last 35 years, it was his first as 
a speaker. He talked on the I-E 
Homes program, which he has dis- 
cussed widely throughout his own 
state before regional groups of re- 
tail dealers. 


a narrow one on these first two 
houses, Mr. Boyd emphasized that 
experience will lead to additional 
savings. He urged dealers to place 
the I-E Homes book, Here’s a Bet- 
ter Way to Build, in the hands of 


SHORT CUT FOR BUILDER 
THE I-E design as seen by Mr. 
30yd combines short cuts for the 
small builder, cuts heretofore avail- 
able only to the large-scale opera- 
tor. He estimated that precutting 


PAUL M. LEIRD, Little Rock, Ark., newly- 
saves five percent and 10 percent 


elected president of Southwestern. 





THREE generations of lumber dealers are represented in this picture. J. R. Proctor, 80, center, 
J. R. Proctor & Son, California, Mo., has been in the lumber business 52 years. Left, is his son 
E. R. Proctor, Tipton, Mo.; right, is the elder Proctor’s grandson, James W., Clarksburg, Va. 
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HERE are some of the kittens initiated by Hoo-Hoo. First row, left to right, Kenneth L. Bowser, 

Springfield, Mo.; C. Hampton Wolfe, Springfield, Mo.; F. J. Kunz and W. B. Mich, both of Kansas 

City; rear, John P. Hammerschmidt, Harrison, Ark.; E. J. Anderson, Kansas City, Mo. and 
E. H. Kierks, Rockport, Mo. 


labor, especially carpenters and 
builders. 

More than 3,000 dealers from 
Kansas, Oklahoma, Missouri and 
Arkansas attended the convention. 
The main arena and the foyers of 
the Municipal auditorium were 
lined by exhibits submitted by 
130 manufacturers occupying 171 
booths. 

Paul M. Leird, Little Rock, Ark., 
was elected president, succeeding 
Walter A. Lambert, Leavenworth, 
Kans. Kermit W. Ingham, Still- 
water, Okla., was elected first vice 
president, and Charles H. Kemper, 
Troy, Mo., was named second vice 
president. Clarence D. Burkholder, 
McPherson, Kans., was named third 
vice president. 

LAMBERT’S MESSAGE 

“THE time has come to follow 
the middle conservative course,” 
declared President Lambert in his 
annual message. “We face the most 
uncertain future one could contem- 
plate.” The speaker pointed to the 
freight car shortage, restraints on 
credits and lending, the Marshall 
plan, the coming presidential elec- 
tion and increased competition and 
selective selling to emphasize his 
warning to proceed cautiously. 

Allan T. Flint, who was named 
secretary-manager of the South- 
western association less than a year 
avo, introduced the six members of 
his staff. He urged dealers to co- 
Operate in a cost-of-doing-business 
survey and promised improved field 
work with particular emphasis on 
small group meetings. John F. 
Miller Jr., has been named assist- 
ant secretary-manager. 

Lumber prices will come down 
wien a balance is struck between 
Supply and demand, C. Arthur 
Bruce, executive vice president of 
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the E. L. Bruce company, Memphis, 
declared in a talk, The Future Lum- 
ber Supply. He said supply and 
demand are now approaching a bal- 
ance which may be realized “by 
apple blossom time.” 

William C. Bell, chairman of 
NRLDA’s educational committee, 
spoke on Upgrading Employe Per- 
sonnel. 

“Trained manpower is one of our 
greatest resources,” he declared, 


outlining the historical develop- 
ment of the NRLDA education pro- 
gram from the first ¢lass at the 
University of Washington in Janu- 
ary, 1946, to a point where 17 in- 
stitutions are now holding short- 
courses. The lumber industry is 
the only distribution industry now 
receiving full co-operation from ed- 
ucational institutions. 

C. E. Anderson, representing the 
Southern Pine association in Kan- 
sas City, outlined SP’s one-half 
million dollar trade promotion and 
advertising program scheduled over 
the three-year period ahead. He 
said enough Southern pine is grow- 
ing every minute to provide lumber 
for two houses. Southern pine out- 
put in 1947 was approximately 
eight billion feet with a further in- 
crease expected this year. 

HOO-HOO CONCAT 

APPROPRIATELY garbed in 
dairyman’s attire complete with 
milk pail, Dave Livingston, Wash- 
ington, Iowa, gave dealers some 
ideas on Selling the Farm Market 
while keeping them amused with a 
train of anecdotes. 

Thirty kittens were initiated at 
the Hoo-Hoo concatenation. The 
Supreme Nine was represented by 
Chas. W. Goodrum, Bojun, Kansas 
City, Mo., and Ben Springer, inter- 
national secretary, Milwaukee. 





KENTUCKY . . 


Southern Wholesale spokesman warns Kentucky dealers 
of threatened controls; Sam Crump elected president. 


GAM CRUMP of the Square 
\ Deal Lumber company, Park 
City, was elected president of the 
Kentucky Retail Lumber Dealers 
association at their 43rd annual 
convention at the Brown Hotel, 
Louisville, Jan. 13-15. 

Other officers elected were: vice 
president, Blaine Fulton, Weingart- 
ner Lumber company, Newport; 
Don A. Campbell, Boner-Campbell 
company, Lebanon, was re-elected 
secretary. 

Price control is likely to be re- 
sumed on lumber by May 1 unless 
something happens to reduce prices 
by that time, Robert F. Dar- 
rah, secretary-manager, Southern 
Wholesale Lumber association, Bir- 
mingham, Ala., told the convention 
in his talk, Can Lumber Prices Be 
Controlled? 

“Congress would be taking a 
chance with election year coming 
up,” said Mr. Darrah, “if it didn’t 
do something about prices. I don’t 
believe there will be any changes 


at the retail level. Somebody has 
done a good job convincing the 
committee that retailers are pure.” 

The speaker advised dealers to 
keep sufficient but “conservative” 
stocks on hand. He said prices 
may drop a little this year but pre- 
dicted that there will certainly be 
no collapse. 


HITS GOVERNMENT CONTROLS 


TUDOR JONES, Mayfield, presi- 
dent of the association, spoke vig- 
orously against government con- 
trols. 

“T believe if they will let us alone 
we will be able to solve the hous- 
ing problem ourselves as we have 
always done in the good old Amer- 
ican way.” 

Keen Johnson, former governor 
of Kentucky and now vice president 
and director of Reynolds Metals 
company, expressed concern over 
the results of recent polls on prof- 
its and government control of busi- 
ness. Citing one poll, Mr. Johnson 
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said 51 percent of the white-collar 
workers said that the government 
should decide what business profits 
should be. Concurring in that opin- 
ion were 43 percent of the profes- 
sional people interviewed; 55 per- 
cent of the business men; of the 
professional people, 56 percent be- 
lieved that business makes more 
than a fair profit. 

Another poll, Mr. Johnson said, 
showed an “alarming” percentage 
favored government management 
or ownership of business. 

“If our thinking people have 
these opinions about our free enter- 
prise system, what can we expect 
of the uneducated?” asked Mr. 
Johnson. 

Warning dealers that “we are 
living dangerously with our forest 
resources,” C. E. Dosker, president 
of the Gamble Brothers Lumber 
company, added: 

“Our forest 


areas are under- 


stocked, the forest land is in bad 
shape and 200,000 acres have been 
burned over by fire. If it were not 
for fires, we could grow 20 percent 
more timber than we do.” 
SOUTHERN PINE PANEL 

ONE highlight of the convention 
business session was the discussion 
panel sponsored by the Southern 
Pine association. Arthur A. Hood, 
editor, AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER, 
was moderate. Members of the panel 
were S. E. Williams, lumber inspec- 
tor, who talked on How to Grade 
It; W. H. O’Brien, lumber manu- 
facturer, How to Grow It; Norman 
P. Mason, dealer and president of 
the National Retail Lumber Deal- 
ers association, How to Sell It; J. 
W. McClellan, contractor, J. W. Mc- 
Clellan company, Harrodsburg, Ky., 
How to Use It. A question period 
followed the panel. 


John S. Cooper, U. S. Senator 





from Kentucky, speaking on the 
Marshall plan, told the convention 
there is “no other alternative” to a 
program of European aid. Never- 
theless, the program will tend to 
deplete natural resources; it will 
tend to encourage inflation here by 
shipping needed goods to Europe, 
The proposed 17 billion dollars may 
prove inadequate. 

“T hope the forthcoming debates 
will make our country realize that 
if we are in earnest about fighting 
inflation and bringing peace in Eu- 
rope, then many home programs, no 
matter how valuable and guvod, 
must be foregone for a time.” 

Alluding to the housing problem, 
Senator Cooper pointed out that 
surveys show that while the middle 
and upper income groups are able 
to pay the prices charged, the 
small-income group is still having a 
hard time to buy shelter at a price 
it can pay. 





NORTHEASTERN ... 


Record Number of Dealers Learn 
How to “Keep Builders Building” 


RECORD number (3,466) of 
New York and New England 
dealers met at Hotel Pennsylvania, 
New York, Jan. 26-28, to learn how 
to carry out their own program in 
line with the convention theme, 
Keep Builders Building. 

They heard top-flight speakers 
discuss current industry problems. 
They scrutinized and appraised the 
latest exhibits of manufacturers, 
expanded this year to include the 
entire foyer and Keystone room on 
the upper mezzanine floor. It was 
Northeastern’s 54th annual conven- 
tion. 

WHITTY PROPOSES PROGRAM 

FRANK W. WHITTY, associa- 
tion president in his convention 
message, proposed a program to 
Keep Builders Building in 1948. 
His platform included these planks: 

1. Quality materials must be 
provided at fair prices. 

2. Industry-Engineered Homes 
program paves the way for cost 
reduction. (“It is for us to pro- 
mote the construction of demon- 
stration homes in our own com- 
munities, thus showing the home 
building public what can be done.” 
Robert A. Jones, chairman of 
NRLDA’s I-E Homes committee 
later addressed the convention. ) 

3. Rental housing is a No. 1 ob- 
jective. (Northeastern has sub- 
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mitted a comprehensive report to 
Congress on this subject.) 

4. Costs imposed by Congress 
should be removed. Today the Fed- 
eral Wage-Hour Law is obsolete. 
We urge the repeal of the law or 
its amendment so that producers 
may work at least 44 hours. 

5. Operating costs must be re- 
duced. 

6. Are we telling our public? In 
the year ahead we must renew our 





BEN SPRINGER, international secretary of Hoo-Hoo, is subject of a little clowning by Norman P. 
Mason, president, NRLDA. 


February 14, 1048, AMERICAN LUMBERMAN & 


efforts to promote public under- 
standing of what is being done to 
Keep Builders Building. 

7. We must train new workers. 
More than 200 students have grad- 
uated from the six short courses 
sponsored by Northeastern. 

Chester T. Hubbell, president, C. 
T. Hubbell Lumber corporation, Al- 
bany, N. Y., succeeded Mr. Whitty, 
Blacker & Shepard Lumber corpo- 
ration, Boston, as president. 

The following were elected vice 
presidents: Willard F. Terrell, 
Meriden, Conn.; John W. Dain, 
Lake Mahopac, N. Y.; Russell L. 
Fish, Scituate, Mass. and Frank H. 
Morin, Fulton, N. Y. Paul S. Col- 
lier, secretary-manager, and Oliver 
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PANEL discussions were a highlight of the convention program. Norman P. Mason, president, National Retail Lumber Dealer’s Association, was 


moderator of the panel on “Home Building Depends on Materials and Building Labor.” 


Others participating were Harold R. Berlin, vice presi- 


dent and general manager, building products division, Johns-Manville corporation; Vernon M. Hawkins, president, Hawkins Lumber & Ware- 
house company, Boston; W. J. LeClair, secretary-manager, Canadian Lumbermens association, Ottawa; Stanley F. Horn, editor, Southern Lum- 
berman; C. B. Sweet, vice president, NRLDA, and S. Rexford Black, Georgia Hardwood Lumber company. 


BILL CUNNINGHAM, sports writer, was the 
feature speaker at the Hoo-Hoo dinner. 


J. Veling, 
elected. 


treasurer, were re- 


PANELS FEATURED 

UNUSUAL interest was aroused 
by two convention panels. Norman 
P. Mason, president of the National 
Retail Lumber Dealers association, 
was moderator of the first panel, 
Home Building Depends on Materi- 
als and Building Labor. The dis- 
cussion covered the vital questions 
of supply, demand and market 
prospects for lumber and building 
materials in 1948. Participating 
were C. B. Sweet, vice president, 
National Retail Lumber Dealers as- 
sociation, Longview, Wash.; S. Rex- 
ford Black, Georgia Hardwood 
Lumber company; W. J. LeClair, 
Secretary-manager, Canadian Lum- 
bermens association, Ottawa; Stan- 
ley F. Horn, editor, Southern Lum- 
berman, Nashville, Tenn.; Vernon 
M. Hawkins, president, Hawkins 
Lumber & Warehouse company, 
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Boston; Harold R. Berlin, vice pres- 
ident and general manager, building 
products division, Johns-Manville 
Sales corporation. 

The panel discussion, How Oper- 
ating Costs Are Being Controlled, 
was presided over by Russell L. 
Fish, president of The Welch com- 
pany, Scituate, Mass. Participants 
were S. H. Beach Jr., president, 
Beach Lumber company, Rome, N. 
Y.; Horace P. Hiler, J. H. Jackson 
Lumber company, Rockaway, N. J.; 
Taylor S. Iams, president, West 
Liberty Lumber company, Pitts- 
burgh; Deyo W. Johnson, president, 
Wm. H. Deyo & company, Inc., El- 
lenville, N. J.; Matthew W. Potts, 
authority on materials handling 
equipment, New Rochelle, N. Y.; 
Charles Seigal, vice president, L. 
Grossman Sons, Inc., Quincy, Mass. 
and O. V. Wallin, resident partner, 
Wolf & company, Philadelphia. 

In reply to a question from the 
floor, Mr. Hiler declared there 
should be a “minimum quantity” of 
lumber orders placed by valid build- 
ing contractors taking advantage 
of the 10 percent discount allowed 
to them. 

RESOLUTIONS 

RESOLUTIONS adopted by the 
54th convention urged that exporta- 
tion of lumber under the Marshall 
plan be “carefully considered and 
controlled so as not to unneces- 
sarily impair the supply of lumber 
needed in this country.” The reso- 
lution also recommended that over- 
all lumber exports be held to a min- 
imum and that export permits on 
a cumulative basis be discontinued. 

Another resolution placed the as- 
sociation in opposition to the appli- 
cation of tariffs limiting importa- 
tion of lumber, shingles and other 


wood products for construction 
purposes. Other resolution adopted 
called for the exemption of retail 
lumber and building materials deal- 
ers from the Federal Wage-Hour 
law by specific amendment of that 
statute; opposed the return of any 
governmental controls over lumber 
and building materials; opposed tax 
exemption of consumer coopera- 
tives, Federal administration of So- 
cial Security and the proposed in- 
crease of corporate business taxes. 


MASON INTERVIEWED 


NRLDA President Mason, in an 
interview during the convention, 
predicted that voluntary price cuts 
by lumber mills, if made at all, will 
be slight and probably temporary. 
He said any reduction will come 
from marginal operators since larg- 
er mills can await a seasonal drop 
in demand. 

The defeat of the grey markets 
will be brought about only by in- 
creased production, Mr. Mason 
added. They cannot be defeated by 
legislation, through publicity or by 
an appeal to ethics. He said added 
production is now gradually elim- 
inating the grey market in gypsum 
board. 

Leo M. Cherne, executive secre- 
tary, Research Institute of Amer- 
ica, predicted that most prices will 
increase from eight to 10 percent 
before the end of the first half of 
1948. 

Social events on the convention 
program included a stag sponsored 
by Northeastern and Hoo-Hoo. 
Arthur A. Hood, editor, AMERICAN 
LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER, was toastmaster, 
and Bill Cunningham, sports writ- 
er, was the principal speaker. 
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CORNER of the display floor of the Parkhill Builders Supply. 
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Efficiency Methods 
SPEED MASS HOUSE PRODUCTION 


FFICIENCY PRODUCTION 
methods, including precutting 
on the job and time-saving methods 
of the various labor crews, have re- 
sulted in 246 houses produced in 
1947 by Power & Slavens, contrac- 
tors and building products mer- 
chants, North Little Rock, Ark. 
The yard and building products 
store, operated as the Park Hill 
Builders Supply, caters to the gen- 
eral retail trade and furnishes 
much of the material used in the 
Powers & Slavens housing projects. 
The cabinet shop makes all the win- 
dow and door frames and _ the 
screens for the houses. 


The current job being completed 
now is Westover Hills, a project of 
106 homes in Little Rock. These 
houses, of frame construction, in 
seven different styles, selling for 
$6,000 to $8,500, are equipped with 
attic fans, linoleum in the kitchen, 
hydraulic dishwashers, and floor 
furnaces. The garages have con- 
crete floors and overhead doors. 
3uilding plots range in size from 
65 x 120 to 80 x 150 feet. 

Three power saws on the job pre- 
cut all dimensional lumber, which 
is taken from the saw to location in 
the contractors’ own trucks. The 
saws are housed in a temporary 
mill, which is under the manage- 
ment of a skilled mill man. 


The contractors also have their 
own plumbing shop on the job, and 
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an electric shop, set up by a sub- 
contractor. 

Dean Slavens, general superin- 
tendent, has a work chart for his 
mass production methods that he 
created himself. The 100 men on 
the job are divided into crews that 
stick to their specific jobs. Each 
man in every crew does some opera- 
tion continuously, assembly line 
fashion. 

Mr. Slaven’s work chart and 
their operations, from start to fin- 
ish, follows: 

1. Clearing crew. This crew fells 
trees and gets the site ready. 

2. Excavating crew, which moves 
from one building plot to another, 
doing the excavating. 

3. Form crew, who make the con- 
crete forms for the foundations. 

4. Pouring crew, who do the 
pouring. 

5. Layout man, who lay out the 
houses on the lots. 

6. Floor joist and floor crew, who 
install all joists and floors. 

7. Framing crew, who take con- 
struction to the plate-line. 

8. Siding and trim crew, who in- 
stall all siding and interior trim. 

9. Roofing crew. 

10. Sheet rock crew. 

11. Walk and porch crew. 

12. Paint crew. 

Production is continuous, and 
after the first house is finished in 
any Power & Slavens project, work 





PREFABRICATED garage is a fast-moving item selling at $450. 


proceeds at the rate of one house 
finished every day. 

Although the window and door 
frames are made in the cabinet 


shop, windows and doors are 
bought. Ready-mixed cement is 
used. 


The plumbing shop, with a crew 
made up of a master plumber and 
his eight plumbers, works along 
with the various crews, installing 
all water and heating pipes at that 
point in construction operations 
where the work can be done most 
economically and efficiently. 

The yards are rough-graded, 
streets paved with asphalt, and 
curbs and gutters finished. 

R. E. Power and Cameron Slav- 
ens have their offices in the Park 
Hill Builders Supply, with field 
offices on the job. The store is 
managed by John A. DuVall, who is 
a partner. 

The store was established to 
serve the home-builder, and caters 
strongly to repairs and mainte- 
nance. The attractive display floor 
is filled with all the popular modern 
items of builders’ supplies and 
hardware for the home. 

One of the profitable items is 4 
prefabricated steel garage, which 
the store delivers to the job, sets 
up, pours concrete floor, paiits 
sides and roof, installs overhead 
door, all for $450. Displayed on the 
front of the yard, the garage he!)s 
to attract traffic. 
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WALK and porch crew take over. 
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FRAMING crew at work. 
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PAINT crew finishes the exterior. 
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Supervision of 





Package Construction 








Applying 


Concrete, Tile § 
and Plaster 


Concrete, plaster and tile are exceedingly 
important parts of a new structure and the 
suggestions for application given here should 


be studied and followed. 


By GUS MEISSNER 
Technical Consultant 





































HE CURRENT = estimating 

article on page 96 of this issue 
has been confined to masonry in 
general and foundations in partic- 
ular. We should now anticipate our 
supervisory activities as they ap- 
ply to this exceedingly important 
part of the structure. 

The first element is concrete. 
Pitfalls which will result if certain 
precautions are disregarded must 
be examined carefully. They in- 
clude proper mix, accurate form 
work, uniform depth of excavated 
trenches for footings, reinforce- 
ment over filled in areas, even sur- 
facing, and sufficient aging before 
forms are removed. 

A clean, sharp aggregate is es- 
sential. More concrete has failed 
because of improper aggregate than 
for any other reason. Correct pro- 
portioning of cement, sand, gravel, 
or crushed stone is a “must.” 

Many laborers, unless supervised, 
will use the shovel as their measur- 
ing tool. Obviously, if sand or 
gravel is wet or dry or if the shovel 
is new or worn, the amount and 
strength of the concrete mix will be 
affected. 

Use of the measuring box is in- 
expensive. It is quite simple for 
any one to produce a uniform mix 
if a hollow (no bottom) cubic foot 
box (12 in. square inside) is given 
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to the laborer with instructions to 
fill it on the mix platform as many 
times as the proportions prescribe. 
This practice is equally important 
when mortar is mixed. 

The cubic foot size box is quite 
appropriate because one sack of 
cement is rated as being 1 cu. ft.; 
hence, if the mix is 1-3, 1-2, or 1-4, 
it is both simple and convenient. 


PROPER MIX ’ 
CLEAN water is required. The 
amount will, of course, vary with 
wet or dry aggregates. However, 
the authorities on concrete agree 
that a stiff damp mix will result in 
a stronger concrete (or top coat) 
than a mix which is “sloppy.” 
Water should be measured. In 
mixing finish mortar such as top 
coat, exterior plaster and stucco, 
the uniformity of water quantities 
becomes extremely important. More 
or less water in a finish coat will 
give a definite change of color when 
set. So, the practice is to measure 
carefully the first batch mix water 
and make all others alike. 
Waterproofing and colors re- 
quire care. The liquid or powder 
forms of waterproofing admixtures 
should also be carefully measured. 
Usually a tin container will serve. 
When color is added, it, too, 
should be watched to see that the 
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identical amount is used in each 
batch. 

Drying out too quickly spells dan- 
ger. While a stiff mix is desirable 
—because of higher strength and 
quicker set to permit finishing— 
any flat surface concrete or cement 
work should be protected either 
with “tarps” or salt hay. Generous 
wetting of a vertical surface with 
a hose will prevent it from drying 
out before it has fully set. On 
stucco coats, this should be done 
for several days. This will, to a 
great extent, prevent shrinkage 
cracks. 

Carefully clean set surfaces. Be- 
fore adding any wall or slab to an 
already set concrete area, the con- 
tact surface should be thoroughly 
cleaned, washed, and, preferably, 
grouted with a thin “neat” cement 
wash in order to effect a sound 
watertight bond. 


USE ACCURATE FORM 


FORMS, in addition to being 
plumb, level, and square, must be 
smooth surfaced on the inside and 
built with sufficient upright sup- 
ports — adequately braced from 
both sides to prevent movement. 
Spreaders, cut to wall thickness 
and secured by tie wires to prevent 
bulging, must be used to assure a 
uniform thick straight wall. The 
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Famous designer’s 


own home is 


KIMSUL- insulated — 


results prove excellent 


i Nikki Eastman's 
. York Designer 
“FUTURA” — New Pues 
yore blend of beauty and comfort 
er ‘ 
eitiins was the architect. 





EASTMAN ASSOCIATES 
Designers 


$38 FirtM AVENUE o New YOr« Wey 
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July 2nd 
1947 
Kimberly-ciar, Corporation 
Neenah. Wisconsin 
Gentlemen: 
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Wishing you Continued Success, f7 am, 


Cordially Yours, 
Nikki ‘Eastman 





















































Praise for KImMsUL* insulation 
reaches dealers from every nen 
From designers and — 
contractors and builders, meee 
lors and home owners alike. heats 
all want its dependable, uniform 
efficieney —the permanent, year 
round comfort it po ae they 
look to the dealer who sells it. He 
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Avoid rapid dry out. 
Forms must be accurate. 


ONO MS 


and the use of retarder. 
prove the bond. 


joints, assorted colors. 





Here Is Your “Watch Out” List 


Clean, sharp aggregates for concrete and mortar. 
Correct proportions (use a measuring box). 
Use clean water—and the right amount. 


Keep work clean where jointings occur. 

Set frames accurately (shift slightly to right or left to suit bond). 
Reinforce with rods or mesh where indicated. 

If footings are level, the remainder follows easily. 


10. Keep joints uniform and watch for correct heads. 

11. See that brick are gauged for lintels, sills, etc. 

12. Flue linings should be staggered and bedded. 

13. Use right size grounds and plenty of them for plaster. 

14. Use backer strip nailing supports for all fixtures, wall and ceiling 
angles. 

15. Proper bond and spacing of plaster base. 

16. Use adequate metal reinforcements—angles, corner beads, etc. 

17. Watch plaster proportions. Use a sharp sand, clean water, no re- 
tempering. Avoid dry joints, use a measuring box, not a shovel. 

18. Prevent frost and too rapid dry out. 


19. Watch out for finish coat mix. Insist on plenty of gauging plaster 
20. For tile work on walls, have the tile-setter lay-out a dry course to 
21. With stone flagging, watch for stiff rich bed, trimmed edges, small 


22. In cleaning, watch for wooden pail, acid 1-10, adequate water rinse. 











spacing of uprights and the num- 
ber of spreaders and ties will de- 
pend on the height and thickness 
of wall. 

Pour concrete gradually. If an 
entire foundation is to be poured, 
it is advisable to wait until all the 
form work is in place. Construct a 
runway around the foundation so 
that the concrete can be distributed 
gradually instead of pouring one 
wall at once and causing possible 
failure of the ties and braces by 
reason of the excessive weight and 
pressure. 

Avoid dry lateral joints. In dis- 
tributing concrete in this manner, 
it is advisable to finish to plate or 
wall height any walls that are 
started. Avoid the probable un- 
sightly and leak-provoking lateral 
joint that develops when one batch 
is poured on one already set. 

Window and door frames. 
Whether metal or wood frames are 
used, it is essential that they be 
properly anchored by lugs or cleats; 
also, that they be checked for level, 
plumb, and position before pouring. 
In order to insure concrete filling 
the space below the bottom of the 
frame, puddling the concrete at the 
time when the pour reaches sill 
level is quite effective. 

Foundation bolts for frame build- 
ings. Preferably these should be 
accurately laid out and secured by 
wooden cleats drilled to receive 
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them—with the nut and washer 
screwed to the proper point so that 
the bolt will extend at least 1!» in. 
above the top of plate (this will 
allow fcr wedging and leveling). 
Similar practice should be followed 
when slab construction is used. 


REINFORCING 


DESIRABLE as the general use 
of reinforcement is, the extra cost 
makes it prohibitive in the com- 
petitive field unless it is part of the 
specification. However, over filled 
in ground and for porch floors, lin- 
tels and slab construction in gen- 
eral, it is highly effective and will 
repay it initial cost many times in 
avoiding future repairs and main- 
tenance. You should encourage your 
customers to use it wherever pos- 
sible. The slight added cost will en- 
hance the building and its eventual 
re-sale value. 

Finishing concrete walls. If the 
form work was accurate and smooth 
(some contractors use treated ply- 
wood sheets or similar products to 
obtain an unmarred surface), the 
finishing of concrete may be easily 
and effectively accomplished by 
rubbing the surface with a car- 
borundum block using water and 
a rich mixture (1-2) of fine sand 
and cement to fill any pin-holes or 
voids. 

Other finishes consist of cement 
paints, cement plaster or stucco. 
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However, in these instances, bond- 
ing is an essential and the employ- 
ment of an approved bonding avent 
is definitely a requirement—ot)er- 
wise, trouble will be encountered, 

Accurate footing levels are nian- 
datory. Irrespective of whether 
concrete block, brick, or tile are 
used to build the walls, the key 
point is to make certain that all 
corners are at the same level (this 
should be checked in your presence 
by the contractor with a surveyor’s 
level and transit). 

Setting the first corner plumb 
and level. After the levels have 
been checked, and the foundation 
outside wall lines have been estab- 
lished by mason lines extending to 
the witness marks on the batter 
boards, a generous bed of mortar 
should be placed on the footing and 
the first unit—be it block, brick, or 
tile--should be plumbed (by a 
plumb bob) from the line intersee- 
tion above and leveled. To build a 
square corner, additional plumb 
marks should be transferred from 
the lines above to the mortar bed. 

Story pole is definitely needed. 
After this is done, a story pole 
should be laid out on a piece of 
1x2 in. First, mark the finished 
height as shown on plan. Second, 
divide this distance into equal 
courses for either block, brick, or 
tile so that, with a uniform joint, 
the final course will reach the wall 
height desired. 

If the footing is not level at each 
corner, correct the condition by 
raising the first course at the low 
points. Having done this, lay the 
second course and insert a cut nail 
in the cross joint at each corner. 
Cut off the bottom course mark 
from the story pole and let the 
mason proceed from there by 
bringing each course to the mark. 

3y doing this, uniform level 
cross joints will result. Incidental- 
ly, use this same method on all! ma- 
sonry walls. The result will be a 
better house. 

Insist on uniform cross joints. In 
order to build a finished wall and 
avoid the cutting of fractional 
sizes, the first course should be laid 
out dry by placing one unit end to 
end until the next corner is 
reached. This will establish the 
width of the cross joint and also 
the corner bond; i.e., whether first 
unit is laid “header” or “stretcher.” 

se sure that the cross joints are 
filled with mortar. 


BONDS 
WATCH bond for fireplaces. In 
building fireplaces, the above pre- 
caution is extremely important be- 
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“ok US 
dial eee ATT RACT the attention of garage hunters by 
: vee having a sample Celo-Siding garage built in your 
~ ’ yard or on a downtown vacant lot. Put a price 
ae be: bi , sign on it and refer customers to a list of 
- contractors who will put it up at that figure. 





a U | LD E RS will be quick to see the profit 


possibilities in cooperating with you on a 
Celo-Siding garage deal . . . and you will make 
new friends by helping your community solve 
the serious garage shortage. 


S} U $T0 M E a satisfaction is certain with the 


quickly constructed, labor-saving Celo-Siding garage. 
SEND FOR YOUR FREE This well-known Celotex insulating material 


ONE- AND TWO-CAR GARAGE provides weather-tight garage walls with an exterior 
mineral-granule surface in pleasing colors. 
BLUEPRINTS NOW! 


No painting required. A practical, attractive 


garage that will give many years of service. 


ae 
Le oO 3/0 i N G THE CELOTEX CORPORATION 


ONE OF THE BUILDING 
FAMOUS, EEOZEX $ propucrs 4 CHICAGO 3, ILLINOIS 
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cause, in starting, the two legs are 


separated and finally, when the 
arch is reached, the brick should 
lay in whole uncut units across the 
breast. Slight shifting and first 
course lay-out will result in a sym- 
metrical, well-balanced fireplace. 


Locate frames to meet bond. Be- 
fore frames are finally set in any 
finished masonry wall, take the ma- 
sonry unit and lay-out to see how 
the bond will work out. Ofttimes, 
by shifting the frame slightly to 
the right or left, a perfect bond can 
be developed. Inasmuch as frame 
locations are seldom critical, a 
slight shift will not affect the house 
seriously and will certainly improve 
the exterior appearance. 

Gauge brick for special work. 
For ro-lobck or soldier courses of 
brick used in lintels, sills, curbs, 
fireplaces, etc., it is essential that 
the brick be of uniform size. Have 
the foreman make a simple wooden 
gauge and let his laborer go thru 
the brick pile and gauge sufficient 
brick for the required purposes. 
This simple precaution will defi- 
nitely enhance the appearance of 
the finished work. 


Jointing exposed work. After 
years of personal experience, our 
conclusion is that the most reliable 
all-weather joint is a rounded con- 
cave. Depending on the width of 
joint, either a piece of 4, 34, %-in. 
rod or tube bent “S” shape will 
serve as a jointer. 

Bonds and ties for brick veneer. 
Metal wall ties should be generous- 
ly used in brick veneer work. Nails 
bent over are not recommended. 
Ties should be placed at every fifth 
course level and nailed to studs ap- 
proximately 16 in. on centers. 


Bonds for solid masonry. Many 
object to “header” courses in fin- 
ished exterior brick work, partic- 
ularly where face brick are used in 
conjunction with hollow tile or cin- 
der block back-up units. Here 
again metal wall ties as described 
above are the answer. 


Building chimneys. Chimneys 
should be laid out to conform to 
brick size, with sufficient inner 


space to receive terra cotta flue lin- 
ings—irrespective of plan dimen- 
sions. This is because both brick 
and lining may vary. Plan dimen- 
sions are usually receptive to minor 
adjustment. 


Flue lining in multiple flues 
should be staggered so that the 
cross joints on the customary 2 ft. 
lengths will not occur at the same 
level. One brick, or “withe,” should 
separate each flue, The lining 
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should be solidly grouted to prevent 
leakage. 

If cutting of lining is necessary, 
this can be done with an abrasive 
saw blade. If this is not available, 
fill the lining with damp sand and 
use hammer and chisel. Do not 
use any broken flue tile in the chim- 
ney. Bed each section of lining and 
have the mason smooth the cross 
joint by hand. Keep all dome 
dampers open during construc- 
tion in order to avoid clogging. 

In setting metal fireplace heat 
circulators, be sure to see that the 
insulation prescribed by the manu- 
facturer is properly placed; other- 
wise, expansion will raise havoc 
with the brick work. 

Rake joints for flashing. When 
the. chimney reaches the roof line, 
“rake” out the cross joints about 
1 in. to conform to a line 4 to 6 
in. above the finished roof line in 
order to facilitate chiseling for the 
insertion of counter flashing. This 
alone will save approximately 3 
hours’ time and result in a better 
jobs. 

PLASTERING 


Grounds. Proper-size, straight- 
ened grounds are essential. These 
should be placed around all open- 
ings and base for a good plaster job 
depends largely on the grounds. 

They should be installed prior to 
the application of plaster base. 
Door openings, in particular, re- 
quire care. Frequently, false jamb 
strips are used. These consist of 
thin straight boards applied to the 
face of the stud opening. They 
should be of the same width as the 
finished jamb and be set plumb. 

Base grounds frequently consist 
of narrow *4-in. boards which start 
from the sub-floor and are approxi- 
mately 14 in. less in width than the 
finished base when it is set on the 
finished floor.. This method gives 
ample nailing support at all points 
for base and moldings. 

Backer strips. Firmly nailed and 
accurately located backer strips are 
very important, especially in the 
bathroom and kitchen. Here the 
backing must be placed to corre- 
spond with the bracket height of 


all attached wall fixtures as well: 


as the bottom of the fixture skirt 
to prevent damage to plaster. 

The closet tank requires a wide 
backing at the top of the tank as 
well as where shower heads and 
shower curtain rods are placed. 

In the kitchen, concealed nailing 
support is required for cabinets, 
fixtures, sink, etc. 

Backer strips are needed at any 
point in any room where fixtures or 
other items are going to be at- 
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tached other than on the stud spac- 
ing. Do not overlook all wal! and 
ceiling angles where nailing sup- 
port is essential. 

Plaster base application. There 
are several points in the application 
of any of the several plaster bases 
which you should watch for and in- 
sist on. These are: 

Wood lath should be applied with 
vertical joints broken (usually 
every 10th lath), nailed in the cen- 
ter and not on the edge (which 
causes warpage), and not applied 
vertically (particularly about open- 
ings). The lath should be spaced 
approximately 14 in. apart. The 
ends should not butt tight but 
should have a space between them 
to allow for expansion. It is good 
practice to spray the lath after 
they are up and before plaster is 
applied. Any curled or warped 
members should be removed and re- 
placed. 

Ceiling and wall angle expanded 
metal reinforcement is definitely 
recommended. All outside corners 
require metal corner beads. Where 
arched openings occur, any joints 
between corner beads should be 
held in positive alignment by in- 
serting a snugly fitting nail (from 
which the head has been cut off) 
with the projecting end _ inserted 
into the next bead. This provides a 
rigid slip joint. 

At the corners, over window and 
door heads, a small piece of ex- 
panded metal applied over the lath 
will prevent oft occurring cracks. 

Gypsum board lath should be 
well nailed in accordance with mak- 
er’s instructions, both as to nail 
spacing and kind of nail. Narrow 
pieces (less than 6 in. wide) should 
be avoided. Vertical joints should 
be broken on each course. Recom- 
mendation regarding metal rein- 
forcement are the same as above. 

Where expanded metal lath is 
used in ceilings, the sheets should 
be bent approximately 3 in. at the 
sides and ends where they meet the 
wall and, thus, provide their own 
angle reinforcement. 

Experienced metal lathers_ will 
insert tie wires between nailing 
supports where sheets lap. Nailing 
with blued flat head No. 10 lath 
nails should oceur in at least 6-in. 
intervals. Metal outside corner 
beads should be applied and care- 
fully straightened and_ plumbed 
after the metal lath is in place. 

Plaster application. This is one 
operation where your close supervi- 
sion is urged, for failure to observe 
and follow recommended practice 
results in many headaches. 

Trouble usually commences with 

(Continued on Page 108) 
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74 guide for Management 


LUMBER PRICES are getting talked about again, 


chiefly in terms of safe inventories. Stocks, as of 
now, are generally considered not too large for the 
business in sight. However, there’s the old scare 
that later in the season people may get mad or may 
run out of something they can use for money, all 
of which might issue in serious wear and tear on 
the mercantile pants. 


NO CRITICAL BREAK is expected in the near 


future. All Congressional calculations are based 
upon the belief that individual incomes, in national 
totals, will set a new record this year. Republican 
estimates are higher than Democratic; and Demo- 
cratic estimates top the ‘47 figures. In general, little 
earnest effort will be made in Washington to set 
the brakes on business. 


THERE’S WORRY IN THE INDUSTRY, however, 


with much difference of opinion about the future 
and about the timing of events. If you want to set 
up as a wizard and predict the course of lumber 
prices, here are some items you'll need to take into 
account, starting first with those that make for sus- 
tained or higher price levels. 


INCOME TAXES will be reduced, though not as 


much as the House has voted. This will mean more 
cash crossing the counter, though it will not—re- 
peat, will not—mean a larger supply of goods. 
There'll be SOME wage advances; a good many 
employers will come across rather than risk shut- 
downs. Wage negotiations will not be so much of 
a set pattern as last year, but, on a national bal- 
ance, wages WILL go up. 


CONSUMER CREDIT REGULATIONS are not 
likely to be tightened. At the moment a good many 
retail businesses, especially small organizations, 
are relaxing credit terms. This may not be a healthy 

















lona-range sign; but, temporarily, it will increase 
salk Consumer spending, much more than any 
monkeying with regulations in Washington, has 
beer the power behind the boom. 


PRESIDENT’S BUDGET ESTIMATES may be 


trimmed a couple of billions by Congress. Hardly 
more than that. Cutting expenditures isn’t much 
done in an election year. A Congressional formula: 
With an election coming on, always vote against 
every tax and in favor of every appropriation. Not 
Quite that way, this year; but the urge on the Hill 
IS Giong those lines. Well, government spending 
doesn’t make for deflation. 





Buiiiing Propucts MERCHANDISER 


TIGHTENING OF BANK CREDIT? The President 
is supposed still to favor it. But he’s demoted 
Eccles, of the Federal Reserve; and Eccles has made 
the stoutest fight of any public official for credit 
limit. Reserve requirements of New York and Chi- 
cago banks have been raised; but note that bank 
loans continue to increase. Some bankers wanted 
long-term government securities to ‘find their level.’ 
Below par. This would have increased interest rates 
on private loans; putting a brake on bank credit. 


But the Treasury policy is to support these securities 
at par. 


ABOUT LUMBER PRICES: Everybody knows that, 


unless there's artificial interference, prices are set 
by the relationship between demand and supply. 
Everybody knows that past consumption repre- 
sented actual and realized demand. Everybody 
knows, also, that predictions about future lumber 
production are fixed by estimated demand. Nor- 
mally, you don't produce unless you can see de- 
mand for your stuff. We've about reached produc- 
tion limits, so demand is a mighty important factor. 


CENSUS FIGURES (covering 80 percent of the 


country’s production) show that the ‘46 consump- 
tion of lumber was about 1.4 billion feet above the 
Forest Service estimates. On this basis, preliminary 
estimates indicate that ‘47 production may have 
exceeded 37 billion feet. Estimates by the Depart- 
ment of Commerce are that demand for construc- 
tion lumber in ‘48 will be 2.2 billion feet more than 
in ‘47, 


HIGH LUMBER DEMAND has.a special effect upon 


prices. Forty-four percent of U. S. sawmills have a 
saw capacity of less than 500 feet an hour; and 
nearly half the current production of lumber is the 
output of relatively small mills. Among these small 
mills are the marginal outfits whose operating costs 


are high. They can't keep going unless prices are 
high. 


THAT SHADOW REMAINS; the high cost of hous- 


ing that destroys demand without satisfying it. The 
lumber costs of an average house in ‘39, including 
framing, flooring and millwork but no on-site labor, 
represented 19 percent of the total selling price. 
In November of last year it represented 26 percent 
Says Norman P. Mason, President of the NRLDA, 
‘. . . dealers hate the present high prices and think 
they are coming down.” A house that cost $4,440 
in ‘39, cost $9,060 last November; according to De- 
partment of Commerce figures. 
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Estimating of 
Package Construction 


association 


Portland Cement 


Develop In-Place Unit Prices 


For Concrete - Brick - Tile - Plaster 


Use of these unit price request charts prepared by AL&BPM’s Technical 
Consultant will help dealers gain the cooperation of mason contractors 
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Box No. 3 
Unit Price Request Chart for Hollow Tile, Miscellaneous Clay and Cast 


Concrete Products, Stone and Related Structural Units 


Hollow tile wall units, size 5x8x12 in., laid on standard cement 


mortar with struck joints one side, per sq. ft............... $ 
Drain tile (unglazed) placed at footing level, pitched to low 
corner, in accordance with local code, per lin. ft........... $ 


Drain tile (glazed) to connect down spouts with drains or dry 


wells including excavation—‘sweep ell’’ connector and 
rough grade (average length 8 ft.), per lin. ft................ $ 
Coping (glazed tile) for 8 in. wall, per lin. ft................. $ 
Coping (cast concrete) 3 in. thick for 8 in. wall, per lin. ft.....$ 
Coping (cut stone) 3 in. thick for 8 in. wall, per lin. ft......... $ 
Lintels (cut stone) 8 in. face, 3 in. thick, per lin, ft............ $ 
Lintels (cast concrete) 8 in. face, 3 in. thick, per lin. ft....... $ 
Sills (cut stone) 4 in. face, 6 in. bed, beveled, with drip groove 
SN I Uc dn 0irg, cai aw as a4, ce lS SW TROIS ote Fd dr alee RIO wom RES $ 
Sills (cast concrete) 4 in. face, 6 in. bed, beveled, with drip 
NN UM Os od cw ne tiacs cald a whales wisewiew sc es siba's neal sianeie $ 
Steps (cut stone) 2 in. face, 10 in. tread, per lin. ft............ $ 


Random stone flagging for walks, etc., laid in sand bed, over 


existing grade, joints not pointed, per sq. ft................ $ 


Random stone flagging laid over existing concrete base in 


cement mortar, with struck joints, per sq. ft................. $ 


Rubble stone walls, struck joints, 2 sides, footing not included, 
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UR LAST ARTICLE described 

the short cut methods of ar- 
riving at the cost of various 
types of excavation and gave a 
typical unit price request which 
the excavating contractor could fill 
out for the lumber and _ building 
products merchant to use in de- 
veloping estimates for packaged 
new house construction. 

In this article, masonry, which 
includes concrete, footings, slabs, 
foundation walls, exterior vals, 
chimneys, miscellaneous brick and 
stone work, exterior and _ interior 
plastering, etc., will be treate: in a 
similar manner. Concrete, © ac- 
count of its basic importance. will 
be considered first. 

Concrete: Local conditions and 
customs will determine whether the 
concrete is mixed on the job «iv de 
livered already mixed. Availavility 
of local raw materials influ:nces 


the type of aggregate emp! yed.f 
Slag, crushed stone, gravel, 0° eX-f 
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| Cossill us on your needs in KILN DRIED 


Fete & Magnolia Lumber 


Also offer complete line of well-manufactured 


Vellow Pine Yard and Shed Stock and 


Southern Hardwoods 
Kiln Dried — Air Dried 








Distributors of MERIT BRAND OAK FLOORING 





Send all orders and inquiries to 


Depend on us for Quality, Service, Satisfaction 


Sales Office: 


105 State Bidg., Akron 8, Ohio 


Parnell Lumber Company 


Manufacturers and Wholesalers 





_ PINE HILL, ALABAMA 
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OW BRAND-NEW 


2 WAY 
SPEAKER SYSTEM 


(Made by Western Electric) 








@ wuat you cet... 


1. One 
AC or DC) 
2. One sub-station 
3. 100 feet of wire 
Just the thing for lumber yards and business offices. 
You talk to any part of the building or yard (up to 
| mile away) by just flipping a switch. Simple for 


anyone to hook up—wires and terminals are num- 
bered. 


|. As many as 5 sub-stations may be used with one 
master station 

2. Extra sub-stations cost only $8.95 each 

3. Master station can call one or all sub-stations 

4 

5 


master station (operates on 110 volts 


oe no power) 


4. Sub-station can originate call to master station 
. Uses standard tubes and parts — replace 
available at any radio supply store 
COMPLETE SATISFACTION OR YOUR 
MONEY BACK 


Send money order, bank draft or personal check. 
Prices F.O.B. Los Angeles or Chicago. All equip- 
ment is guaranteed to be new and unused govt. 
surplus. Your money will be refunded if you are 
not completely satisfied. 


SUPPLY LIMITED 
SEND COUPON | 


TODAY 


ments 











Bui 


DING 


Propucts MERCHANDISER 


COST GOVT. 
$ 24 rs 





Now Only 
$69.95 


F.O.B. LOS ANGELES OR CHICAGO 


100 foot 
ial | am not 


TRANSEA CORPORATION 

5363 West Pico Blvd., Los Angeles 35, Calif. 

Gentlemen: Enclosed find my remittance of $.... 

once the following ............ Master station units 

sub-station units (extra units $8.95 ea.) ......... 

roll wire (extra rolls $6.50 ea.). If after | week tr 

completely satisfied, | shall return this shipment—you guarantee 
to return the purchase price. 

NAME nee ADDRESS ...... 

MMMM fo3.5 SS cv oie ameoteul ae powen Neue eee STAT 
















Box No. 1 
Unit Price Request Chart for Mason Contractors 
CONCRETE 
1, Footings (including forms). 
For 8-in. walls—8 in. thick by 16 in. wide, per 10 lin. ft. ....$........ 
For 12-in. walls—8 in. thick by 20 in. wide, per 10 lin. ft.....$........ 


For piers, columns, chimneys—12 in. thick, per sq. ft.......$........ 
2. Slab Floors for Basement, Garage, Porch, Etc. 
3 in. thick—float or trowel finish, per 100 sq. ft............. Disc eta 
4 in. thick—float or trowel finish, per 100 sq. ft............. _ ee 
For '2-in. top coat, add per 100 eq. ft... . 0... cc cccccecccce BE reuse 
FOF T-it. COP GORE, SUG per TOG Om, ft... ....... 6k cdccscedens _ ae 
For waterproofing, add per 100 sq. ft...................005. _ rr 
For rod reinforcement, add per 100 sq. ft................... are 
For color in top coat, add per 100 sq. ft...........0..5.2-- ee 
For cinder fill (tamped 3-in, thickness), add per 100 sq. fi...$........ 
For jointing in 12-in. squares, add per 100 sq. ft............. ere 


3. Driveways, Aprons, Sidewalks, Etc. (4 in. thick, jointed, 
edged, float finish with expansion joints at required intervais, 
including forms, stripping and rough grading). 


monolithic, Ne tap coat, per Sq. Tt... cccsiecececesces . oer 
ld a ee . ee 
For reinforcement, add per 6G. Th... 6.66 ic ccewceetneccees Dawaresien 
For curb at edges, 6-in. thick, add per lin. ft............... _ re 


4. Bulk Concrete (no forms included, for all work up to ist floor 
level such as basement walls, areaways, porch walls, en- 


I cI a saa wshalgcchs vic ol aver nt eo gO eee 
5. Bulk Concrete (no forms included, for all work above 1st floor 
Ss NEE I OS lls boas a cic sige dal wie eitnbie wa wa Se. Seen emer re 


6. Basement and Grade Entrance Steps (finished, including 
forms, fill-in. necessary reinforcement, 7!/-in. rise and 10-in. 
SHORE) POF TMGRE THOS OF FIGOP. oc oi cc cccccdcesesvesneeas Die sieve ds 


Concrete, Cement, or Cinder Block 
1. Block, 8x8x16 in. plain (laid in foundation walls, areaways, 
etc. up to ist floor level with struck joints one side standard 


cement mortar, footing not included), per block laid........ ee 
2. Same as above, except 8x12x16-in. size, per block laid........ Bie arare or 
3. Chimney Block: 

ee ee ES cov ccigccen che re daesweenvega roe dees Bei ceswes 

POP SC, TH. Wace cis cc enscecrecscvtetwcononss ere 

POP TEEN, FE, GUGM. nc ccc certo ecccsacsansscenseas - eee 
4. Terra Cotta Flue Lining: 

Dee i. OOF SI, TONG, BOE... oo ccccswectovsceccenees ee 

Sate Wi. POF Bit. TONG, GES ..... occ cceccsdiecssewecuweee Daa sea ecies 

Tanta i. per 21. TengIh, APA. ...... 2. cccrecscvesesevene ee sera 











Box No. 2 


Unit Price Request Chart for Brick 
COMMON FACE 


BRICK BRICK 

1. Brick foundation walls, 8 in. thick, laid in standard 

cement mortar struck joints, footings extra per 
I NEMa Sichuan sh ee, 4 ies Gracey a aharanmalaicente Rare torn eae eG - 

2. Brick foundation walls, 12 in. thick laid same as 
aos a tsore phe Cahn Sie eiralelaw daa cielies eee _ re 

With exposed area, face brick above grade, add 
ce acts inw ntce wk ona oan ak waa se wees ipeelel ae be ae er iance-tia 

3. Brick exterior walls, 8 in. thick, struck or jointed 
I UO Ra ao foi eerste, bide oibierelecacnimew.crare Bos nes . 
Face brick on exposed side, add per 100 sq. ft.....$...... er 


4. Basement Chimney breast support for fireplace and 

multiple flues, providing as pit space (clean out 

decor and footing not included) per cu. fi.......... . ere ee 
5. Basement fireplace (instead of ash pit or chimney 

breast), including walls only without foot; dome 

dampers, fireplace unit forms, angle irons, etc., 


I 0 ooo Sk set Nie dle obo au eidsTorse Wid SeviRene OV nw. Dale eee Ws sess 
With fire brick lining, add $...... per sq. ft. 

For cement hearth, add $...... per sq, ft. 

For random stone hearth, add $...... per sq. ft. 

For Quary tile hearth, add $...... per sq. ft. 

With soldier course arch add $...... per lin. ft. 

With cast concrete mantel shelf 3 in. thick by 12 

in. wide add $...... per lin ft. 

With 3 in. thick by 12 in. wide cut stone mantel 

shelf add $...... per lin. ft. 


6. Chimneys, interior or exterior, including flue lining 
as prescribed by code, including thimbles (footings 
not included), laid in standard mortar, exposed 
SCN UN OIENE WF OSs UIE ooo cc nckc este cece cveeseesis ee ets ck 
For 1 8x8 in. flue, per 10 ft. high.................. De Pectets Bescccs 


(Continued on Page 100) 





panded mica such as vermiculite 
are commonly used. 


The strength of mix may be 
either 1-3-5, 1-2-4, if mixed on the 
job, or 2000, 2500 or 3000 pounds 
if delivered already mixed (what- 
ever local code and FHA require- 
ments prescribe). The local mason 
contractor will know which of these 
are most commonly used and also 
the delivered or job-mixed price 
rer cubie yard, which is the basic 
factor in arriving at package unit 
prices. 


The remaining price factors are 
the labor of placing, the cost of 
forms, the kind of finish which the 
specific unit requires, possible use 
of a waterproofing admixture and 
the frequent need for bar or mesh 
type steel reinforcement. 


The unit price requests which 
the dealer should send to the mason 
contractor fall into four divisions: 
(1) Concrete and block, (2) face 
and common brick, (3) hollow tile 
and other clay products, (4) in- 
terior and_ exterior plastering. 
These requests, in the form of 
easy-to-fill out charts, accompany 
this article. It should be pointed 
out to the contractor that the price 
he submits to the dealer must in- 
clude materials, labor and _ con- 
tractor’s profit for new home jobs 
within an approximate stated area 
(town, county or specified mile 
radius). Materials and workman- 
ship must comply with local build- 
ing codes and minimum FHA re- 
quirements. 


(Form work, including erection, 
stripping and salvage, is usually 
considered a carpentry item and 
will be explained in greater detail 
in an article covering that sec- 
tion.) 


Package price assembly for con- 
crete walls: To illustrate the ease 
with which this may be accom- 
plished, certain prices are assumed 
and used throughout in order to 
establish proportionate costs for 
various types of masonry founda- 
tion walls. These assumed prices 
are: 


1. Concrete mixed at or delivered 
O0 Oe .aecs- $0.31 per cu. ft. 
2. Forms, including material and 
labor for footings (2 sides)..-: 
Pere rr $0.30 per lin. ft. 
3. Forms, including material and 
labor, for walls (2 sides)...-.-: 
wine patent $0.41 per sq. ft. 
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4. Labor for placing concrete in 
ere $0.25 per cu. ft. 
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especially in 
ALUMINUM 
WINDOWS 





*DOUBLE HUNG 
*CASEMENTS 
*BASEMENTS 


“COMBINATION 
*PROJECTED 


*PIVOTED 








There’s no hit or miss in these fine alumi- 
num windows. 


Every step in design and fabrication is 
supported by 71 years of experience in 
the manufacture of 
products. 


architectural metal 


That’s why Thorn Windows are strong— 
smooth operating—tight against wind and 
cain—trouble free—and still low in cost. 


HORN 


| WINDOWS 
J.S. THORN GO. PHILADELPHIA 32PENNA 
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LEARN ABOUT 






Unlike rigid putty, ARM- 
GLAZE is elastic. And an- 


yy a 








other important feature: a 
permanent bond is secured 
immediately after appli- 
cation. 


From then on it STAYS 
PUT, absorbing all shocks of 
shipping and installation... 
then withstands years of 
weathering without any 
cracking and crumbling. 


YOU SAVE TWO WAYS: 
First, with ARM-GLAZE you 
can ship at once after glaz- 
ing. Second, you never have 
to recondition, after the sash 
has left your hands. 


Finally, ARM-GLAZE is 
definitely low cost, consider- 
ing how much it invariably 
saves. 





LOOK at these Big 
Outfits Who Use 
and Swear by 


seum- Glaze 
CURTIS 
COMPANIES, INC. 


ANDERSEN 
CORPORATION 


GEO. SILBERNAGEL 
& SONS CO. 


ROCKWELL 
MFG. CO. 


ROCKY MOUNT 
MFG. CO. 








“TRY 


oe Re 2 
Companion Product 


Armstrong's No. 33 
Glazing Compound mer- 
its a place in your 
packaged goods dept. 
It's like ARM-GLAZE 
plus one more feature: 
it won't even dry out 
in an opened can. Sell 
**33"" for small glazing 
jobs, repairs, to home 


Test You 


possible. Write 


handy-men, It's deft- strong plant 
nitely far ahead of 
any putty. 











IT — Get FREE 


Sample — Make Any 


Care To! 


Note big operators now using ARM- 
GLAZE, as listed above. You, too, 
should welcome the economies we make 


today to nearest Arm- 
for FREE sample — 


enough ARM-GLAZE to make every 
conceivable test. 


COMPANY 


4065 So. LaSalle St. 
Chicago 


241 So. Post Ave. 
Detroit 


319 So. Crowdus St. 
Dallas 











Example No. 1: Footings 
inches for eight inch walls). 


(8x16 


Form material and labor, per 


Dy MEETE Ciao a6 ob oe ee $3.00 
Concrete (8.9 cu. ft.) per 10 

 k 2 ore 2.72 
Placing concrete (8.9 cu. ft.) 

per 10 lin. ft. @ 25c...... 2.23 


Total Price for 10 lin. ft .$7.95 


Concrete walls 
including forms, per 


Example No. 2: 
(8 in. thick, 
100 sq. ft.) 
Concrete—8 in. thick equals 

2/3 cu. ft. per sq. ft. of 8 

in. wall, or 67 cu. ft. @ 


Be save ttakaede os caneal $20.77 
Forms including material 

and labor, 100 sq. ft. @ 

SE picekaabeccesenenene 41.00 
Placing 67 cu. ft. concrete in 

forms @ 25c............ 16.75 





Total Price per 100 sq. ft.. .$78.52 


Example No. 3: Concrete base- 
ment wall 8 in. thick, 7 ft. high, 
10 ft. long with 8x16 in. footing 
including all labor and materials. 
10 lin. ft. footing (see No. 


70 sq. ft. wall (see No. 3).. 55.30 





Total Price for 10 lin. ft... . $63.25 
Total Price for 1 lin. ft., 7 ft. 
DE: 6.568550 eee ete ee wes 6.33 


Note: In example No. 3, interior 
and exterior plastering and water- 
proofing have been omitted because 
these treatments are the same in 


price for either concrete, concrete or 


cement block, brick or hollow tile. 
The price request list for com- 
mon and face brick is rather 
lengthy because of the many uses 
of brick. Because of the differences 
in price per 1000 brick, either com- 
mon, face or fire, the dealer must 
set a standard price for brick and 
give it to each mason contractor so 
that the estimated results will be 
comparable. See Box No. 2. 


Now, that we have developed es- 
timated prices for four basic types 
of foundation walls with assumed 
constant prices which may or may 
not apply in your locality, let us 
briefly examine the make-up and 
methods employed to insure utmost 
flexibility and adaptability to any 
dealer’s particular local problem. 

1. We separated footings as a 
unit because it can, by this means, 
be used for any height of wall. 

2. We resolved walls in 100 sq. 
ft. prices first because some walls 


100 














For 2 8x8 in. flue per 10 ft. high.........0cc.ccee _ eee S.. 

For 1 Gxi2 in. Hue per 16 Th. Hi. ..... . 6 cccsicceccs eee $.. 

For 1 8x8 in. and 1 8x12 in. flue per 10 ft. high..$...... $.. 

For 2 8x12 in. and 1 8x8 in. flue per 10 ft. high..$...... $. 

For 1 8x12 in. and 1 12x12 in. flue per 10 ft. high. .$...... $ 

All other sizes and combinations, per cu. ft......... gare 6.3 $ 

7. Chimney caps, 3 in. cast concrete, add $...... per sq. ft. 

Chimney Caps, 3 in, cut stone, $...... per sq. ft. 

8. Ornamental chimney pots: 

For 8x8 in. fllue $...... each 

For 8x12 in. flue $...... each 

For 12x12 in. flue $...... each 

9. Chimneys finished on exterior with cement plaster, plain float finish 
with standard mortar, white or colored mortar or stucco. Prices per 
10 ft. high, exposed surface. 
Std. Gray White Colored Stucco Stucco Stucco 
Cement Cement Cement Plain White Colored 
1 xB in. flue ...... Be gescass eee Sees Sr: oe 
2 8x8 in. flue ...... spn bh eee . ee ere $. jy 
1 Gxt2 in. fue ...... - ne ee Wes etna WU icine . S... 
1 8x8 in.—1 8x12 
Se. eee ee . . ree . ee - $ 
2 8x12 in—1 8x8 
ee ee awe’ Dy. weares ae ee $. 
1 8x12 in—1 12x12 
i. Flue 2... ccc cen . ere ee ee eee ee e . 
COMMON FACE 
BRICK BRICK 
10. Fireplaces, including walls, fire brick and angle 
iron only (dome dampers, fireplace unit forms not 
OI I a ovine os. ssivi an dincinmecial adie wane eee ee $. 
11. Trimmer arch for fireplace hearths (ash dump not 
PO NT Ua od os a Sieg ius siisialiaseie boo aie ee enwianarkin ore es a ais. ous Se 
12. Finished cement hearth, std. gray, jointed and 
I ON I. gin oh, ides, 4 Gilsis rae ease ee ae ee 
13. Finished cement hearth, colored cement, jointed 
Se Waa ok wis rs adress cece cme aien . ee unten 
14. Hearth, quarry tile finish per sq. ft.................. _ ae eee 
15. Hearth, random stone finish, per sq. ft............... een aiatd - es 
16. Stone fireplaces, field stone, per sq. ft............. ae _ ee 
Stone fireplaces, rubble stone, per sq. ft. .......... _ see » roe 
Stone fireplaces, cut stone, per sq. ft............... BPS or eca . 
17. Brick piers, not including footings, size 8x8 in. per 
PO ag, GS) shed greean my Ciena drones sighs teval Srrahig SABIE ats 5; 9h eevee tana ee Bead 
ee ON Ne Weck wa hv cdawerdiadebes cimeleee ee ee 
ae A RL. ena ne ae eC cay er eee . Tee 
18. Brick steps, foundation and bulk concrete or earth 
fill not included, figured on 7! in, riser and 10 in. 
ee ee ee rere re ae $. 
19. Brick veneer exterior walls (foundation walls 
should be 12 in. thick.), angle irons over openings 
We Pty UT SI Fe in vic eceinie wleine siedicn ee-wmercae _ eee easton 
20. Rolock courses for porch trim, areaways, window 
ee as, MIN WI as aicoigtloa ae cea omaesweeease i cectvatent $. 
21. Soldier courses for trim, lintels, chimney tops, etc. 

ME UMN Oe occ Bre craic clu aya hi yi cra avcile Siareesscteas eeciel etd ec eter ccaaw $.. 

Note: Where face brick are indicated, only the exposed areas are 
included. 

Note: Prices given by contractors should include cleaning and point- 
up all exposed masonry—including acid wash if the walls 
are mortar stained and all necessary scaffolding. 

Box No. 5 


TILE FOR FLOORS: 
1. 


© 


TILE (Vitreous clay) FOR WALLS: 


4. 


an 


PEN 


Unit Price Request Chart for Tile 


Ceramic floor tile, plain without border, laid over existing con- 
Ri I Meo i.c1 5 caio-o oo, as uss ash ai wie S141 os once abelian re alerereie Sie : 

Laid over metal lath on wood base, including felt-metal lath and 
RN I 5rd aac lal 51.5 eos oo. 0: at axas'@, or bits “erqralininiaenr sila sta win SEER eee 

For decorative border add per lin. ft 


Including metal lath, scratch coat, and tile with cap and base 
I Wo vans a ease Sis fe ie ea /a bra, ties tie) doen atararoiae Siaiel eG aiaaa Shae $.. 
Accessories, standard 5 unit set for 1 bathroom (vitreous) per 
eee oe tu mee aa) an eat dno Ve adel os ah os hair sete eral ow lela ew & olan ec wabe lade moe 
Same as No. 5, except parts are metal, per set ‘ 
ee ys NO OR oe onisie evn nese Me eam andeicie mala neien $.. 
For medicine cabinet (recessed), add 
For medicine Cabinet (Mush) ald... conn ccc cccccccwccwcecd 
Note: Dealer should supply to all participating contractors the unit 
material prices on his stocks in order that contractors’ figures 
may be comparable, 
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HELPS YOU SELL YOUR FIRST RILCO JOB 


* Rilco gives you selling help . . . with consistent advertising in farm papers and 
builder’s magazines .. . with power-packed promotion material for dealer use . . . 
with resident representatives and skilled service engineers for assistance and con- 
sultation. You can depend on Rilco to help you sell the FIRST one! 


HELPS YOU SELL THE REST 


* Of course, Rilco selling help doesn’t stop after that first sale. Then, Rilco Rafters 
start to sell themselves . . . every Rilco builder becomes a Rilco salesman. Because 
Rilco Rafters give satisfaction—PLUS! They’re designed by competent engineers to 
meet load and wind requirements. They are manufactured with accuracy and pre- 
cision. The lumber and structural glues which go into Rilco Rafters are selected to 
meet the highest quality standards. So, if you want the “line” that gives you Mer- 
chandising and Product Qualities that SELL and keep on selling . . . write for the 
Rilco story. It’s a story of BIG EXTRA PROFITS for retail lumber dealers. 








































































y Type 37 Machine Shed Type 32 Small Barn a Type 50 Machine Shed 
\ 
7) 

j i Hl | a 

WENN UU ILC ) co 8 i a 

a are EASTERN DIVISION: 
UU RILE LAMINATED PRODUCTS, INC, wixes-barne, pa. 
2680 FIRST NATIONAL BANK BLDG. e SAINT PAUL 1, MINN. SUTHERLIN, ORE. 





Solution to Lumber C utting Problems” 





Will rip a” deep 


cut plywood Cross-cut q 


to any width. 
















: Wej 
Easily moved by — Only 340 Ibs. 


About the | © men to an : 











er The saving jn +: 

“a Output of the cheng 
i — Particularly wh Pic 
r Changes of Cut sede 
makes this a “tend 


: required 
'n the yard, Profitable Saw to have 





By tes 





Suppliers of building materials find the Nordberg-Buday Saw with its faster 
cutting and all-round adaptability the ideal saw for lumber yards. Rip, 
cross and miter cuts are quickly made by simply rotating the table to the 
desired cutting angle. All cuts are made with the lumber remaining lengtn- 
wise on the long, steel roller extension tables. Every lumber yard has need 


for this time and money saving saw furnished with gasoline engine or N Oo RD BE RG MFG. Cc oO. 
Write for Bulletin 132A. MILWAUKEE 7, WISCONSIN 


HORDBERG-BUDAY PORTABLE POWER SAW 


electric motor drive. 





The Only Saw With Rotating Jable-UMaker AU Lumber Cute Zuichly 
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may be more or less than 7 feet 
high. 

3. We assembled footing and sq. 
ft. wall price for a 7 ft. high wall 
in order to speed up your take off. 

4. Up to this time we have omit- 
ted cement plaster because some 
walls may not require it; others 


on two sides instead of one. This 
will be treated under cement plas- 
ter and, by using the same constant 
assumed material and labor rates, 
units will be developed to show 
how these may be added to the wall 
costs. See Box No. 4. 

Note: While we have presented 





Box No. 4 
Unit Price Request Chart for Cement Plaster and Stucco 


*Price per sq. yd. 
or per 100 sq. ft. 


Water 

ITEM DESCRIPTION Cement P’r’f’d Colored White 
1. Yo in, coat below grade, trowel finish. .$...... _ eee _ re ee 
2. Same coated with asphalt or tar...... . Je nee easement . ne 
3. Two % in coats above grade to ist 

floor plate, float finish.............. I nso ete Riasicwt - eee aoe 
4. Two % in. coats above grade to ist 

floor plate, with 3rd coat stucco....$...... Bisccnk ee ere 
5. Same as No. 2 on exterior masonry 

above 1st floor to eaves**.......... ek ss0% Wie saris oely ae ibe a suduis a 
6. Same as No. 5 with 3rd coat stucco** $...... ee ae Be aidinme 
7. Two % in. coats over wire or expanded 

a ee Bi scce5 Ry i456. 5card RS ke scivn 
8. Two % in. coats with metal lath com- 

a. arate ho eae Sickel cals mes eae - ee = eee 
9. Same as No. 7 with 3rd coat stucco**. .$...... D,. acca ee ere 
10. Same as No. 7 with metal lath com- 

NN aie ard alain aie vars bene ow eae eee ee . ee asians 
11. For texture 3rd coat add............. . re . ee ee ee 
INTERIOR TREATMENTS 
12. Masonry walls, float finish, one '/ in. 

RES ee rey ee eee VF ctvand eee a eee 
13. Same as No. 12, two % in. coats ..... is km ave i rinen tee ee See 
14. Ceilings, 2 coats, float finish over con- 

MN hod a eee etal ane e/a ace y O¥alee ia etmeii — . eer: . re 
15. Same’ as No. 14 over metal lath...... rah nen a Siren _ Re er 
16. Same as No. 15 including metal lath..$...... ie icstra a ie anaes 


*Depending on local custom, either sq. yds. or sq. ft. may be used in 
unit price requests. However they should all be uniform. 

** Scaffolding will add to the contractor’s costs and affect the unit prices. 
local practice will determine whether mason or carpenter contractor 
builds the scaffold. 











Box No. 6 
Typical Package Units 


Again assuming both material and labor prices, three typical packaged 
units are developed below to show how simple and easy it is to assemble 
them. 


Assumed No. Req. Material Cu. ft. Mortar Total 


Material Unit Price 100 sq. ft. Price Mortar Price Price 
Concrete block ..each $ .20 112.5 $22.50 4.5 $2.25 $24.75 
Common brick ...per1000 25.00 1232 30.80 18.6 9.30 40.10 
Hollow tile ...... each 10 220 22.00 6.5 3.25 25.25 
oy een per cu. ft. $0.50 


Labor—assumed hourly rates—mechanic $2, laborer $1; labor required for 
100 sq. ft., 8 in. wall, in combined hours. 


Concrete block at $3 per hour for 4.5 hours...............0..00000- $13.50 
Common brick at $3 per hour for 10 hours............. 0.0.00 cee eeuee 30.00 
Hollow tile at $3 per hour for 7 hours.............. 0... cece eee ec eens 21.00 


Summarizing this into price per 100 sq. ft. of 8 in. wall: 
Con. Block Com. Brick Hollow Tile Concrete 


ME eécscosesnsntiewews $24.75 $40.10 $25.25 $37.52 
I oes Meu wansinn earners 13.50 30.00 21.00 41.00 
RM <n. atone ewe snes $38.25 $70.10 $46.25 $78.52 


The cost of concrete is influenced by the carpenter labor and lumber for 
form work as well as contractor profit. 
To resolve these figures into 1 ft. of wall, 7 ft. high, complete with foot- 
ing, multiply sq. ft. price by 7: 
Con. Block Com. Brick Hollow Tile Concrete 


$2.68 $4.91 $3.25 $5.53 
en I a oiehecin b.cKmeces 80 80 80 80 
WERE. siecuaes ewe cere $3.48 $5.71 $4.04 $6.33 











a break-down of quantities, labor 
hours, etc., in the examples viven 
for illustrative purposes, it is not 
the intention that you should do 
this work. It is the contractor's 
work. However, if the contractor 
does not know how the dealer wants 
his price requests developed, the 
dealer may, by using these (or his 
own revision) be able to show him 
how to go about it. 

In our previous examples of 
package unit price assembly, we 
used “constant” prices for material 
and labor. Now we must add: 

1. How many sq. yds. or sq. ft. a 
mechanic and laborer will apply 
(a) on 1 coat cement plaster, '» in, 
thick; (b) on 2 coats cement plas- 
ter, *4 in. thick. 

2. How many cu. ft. of mortar 
will be required for one coat and 
two coat work, and the assumed 
price per cu. ft. 

3. Because nearly every. plasterer 
figures by the sq. yd., we have set 
up the price requests on this basis 
and will divide by 9 to find the sq. 
ft. cost to add to our four founda- 
tion unit package prices, according 
to specifications. See Boxes No. 7 
and 8. 

We now have covered the major 
elements in masonry, plastering 


and tile work for new home con- 
‘struction. In the articles that fol- 


low we will explain how to assemble 
them for use on new homes and, 
where possible, on existing struc- 
tures. 

Here are several suggestions as 
to your procedure in developing 
these price requests for the local 
dealer’s market: 

1. Carefully check the unit price 
requests as given and delete any 
that do not apply locally. 

2. Add any that have been omit- 
ted. 

3. After revision, have them 
typed in triplicate and placed on 
ringbinder sheets. File one, and 
give two to your contractor so that 
he may keep one for his records 
and return one to you after he has 
filled it out. 

4. Accompany each request with 
your material prices that are part 
of the package so that all contract- 
ors will use identical material costs 
(if you do not have all of them in 
stock, obtain prices from reliable 
sources. ) 

5. Prepare a price list for related 
items which form a part of ma- 
sonry; for example, angle irons, 
dome dampers, heat circulators, 
grilles, ash pit, ash dump, clean-out 
doors, lally columns, wall anchors, 
(Continued on Page 112) 
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FIREPLACE UNITS 


FOR: ALL YOUR CUSTOMERS 





More sales—better profits for you— with the 
Bennett Line — Fireplace Units, Dampers 
(Steel and Cast-iron), Clean-outs, Ash Dumps, 
Lintel Bars, etc. . . . to fit every prospect’s re- 
quirement. Only Bennett builds two types of 
Fireplace Units, to meet ai// building needs. 







For Camps, Cottages, 
Southern Homes and 
Play Rooms 











For Modern, 
Insulated Homes, with 
Central Heating 





Fresh air, from outdoors, 
is heated and circulated 
thruout the room. No 
loss of expensive furnace 
heat up the chimney... 
no cold, unhealthy floor 
drafts—and no smoke! 


Draws cool air from floor 
level, heats and recircu- 
lates it... throughout the 

The unit cannot inter- whole room! Keeps air 
fere with the traditional fresher. Furnishes a com- 
beauty of the fireplace plete form for the mason 
—it’s hidden within the —saves your customers’ 
masonry.... Easier and construction and opera- 
quicker to build. Mantel tion costs... No smoke. 



















may be designed with Adaptable to avy mantel 
complete freedom. design. 


EVERY FIREPLACE OWNER 
WINES «6% 


Write us for 
FREE 
FIREPLACE 
CATALOG 
at 
218 Pine 
Street. 


BENNETT - IRELAND INC. 
: d Chartered. ir. 1906 My 


NORWICH, NEW YORK 
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Why Do It The 9 
HARD WAY: 


ead on 


GRAND RAPIDS 0 


\ ST 


—/’“ SASH BALANCE 


HERE’S WHY... 


1 RECOGNIZED PUBLIC ACCEPTANCE 
Completely invisible... known quality leadership... 
backed by nation-wide advertising, it's easier to sell. 


2, EASE OF OPERATION 
Finger touch control with full opening of both 
upper and lower windows appeals to every 
customer. 
3 SIMPLIFIED INSTALLATION 

* Just drive in two fasteners...screw in one screw 

. 10 sizes fit 95% of all new or old windows. 

4 LOWER COST 
Eliminates weight boxes and mortises. No special 
frame preparation. 
5 NOTHING TO EXPLAIN AWAY 

* No tapes... mo cables... no exposed tubes... 

no corrosion ... no sticking . . . no squeaking. 













ADVERTISED TO 134,445,000 READERSHIP 
IN SUCH CONSUMER MAGAZINES AS— 


Better Homes and Gardens, 
American Home, Farm Journal, 
Small Homes Guide, etc. . . . the 
bulk of the home building market. 


FOR COMPLETE SPECIFICATIONS AND INSTRUCTIONS 


Write today for new fully illustrated, specification 
and installation catalog. See how Grand Rapids 
Invizibles fit into your next set of plans! <a 


GRAND RAPIDS HARDWARE COMPANY 


Grand Rapids, Michigan 


Quality Leaders in Sash Hardware for 50 Years 








Grand Rapids Sash Pulleys 


No. 103 face plate, cone bearing type and Nos. 
175, 109, 110 sawtooth drive type sash pulleys 
cover 95% of all sash pulley requirements. 
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WHIRLWIND CAMPAIGN: Have you been sell- 
ing quick-drying paint or quick-drying enamel over 
the counter—just a few cans at a time? Here’s a way 
to save time and handling costs— clean up in a big 
way several times a year. 

Send a brush and generous sample can of your 
whitest quick-drying enamel to the superintendent 
or purchasing agent of your local hospital with a per- 
sonal letter pointing out how ideal your product is for 
cleaning up equipment in almost constant use—beds, 
bedside stands, nursery cribs, instrument cabinets, 
examination tables, ward desks, utility tables, clinic 
furniture. Also linen closets. 

Then go on to point out specifically why your quick- 
drying enamel is so well suited to hospital use— (1) 
that it dries hard in three hours so badly-needed equip- 
ment can be put into immediate use; (2) dries odorless 
so it won’t make patients ill; (3) can be easily and 
quickly cleaned with a mere swish of a damp cloth; 
no hard rubbing or scrubbing required; (4) is so fast 
and easy to apply, hospital volunteers might be re- 
cruited to do the job. 

This is the kind of promotion that can make im- 
mediate profits, give you a good “in” to land more ex- 
tensive jobs. 





POPULARITY PLUS! The best way to build up good will 
is to build up other people. People like to feel important, 
to impress—get a bang out of knowing that other people 
know of their successes. So the next time you spot a fav- 
orable news item about one of your customers or a fellow 
retailer, clip it out; then mail it to him with a short per- 
sonal letter, or a marginal notation, “Congratulations— 
Bill.” 

It may be news about a new son and heir, an election to 
some fraternal office or a new business venture. But 
whatever it is, take note of it! Costs no more than five 
minutes of your time, can lead to years of kind re- 
membrance and friendship. 


EXPENSIVE MISTAKE--WATCH IT! Recently, 
an unknown manufacturer got a break million-dollar 
corporations would give their eye teeth for—$50,000 
worth of free publicity in one of the best-read publi- 
cations in the country. A _ once-in-a-lifetime oppor- 
tunity! Unfortunately the manufacturer was too in- 
experienced and too short sighted to make the most of 
it and follow through that publicity at the right time! 

The right time to follow through free publicity is 
the moment it breaks. Two weeks later or a month 
later and it may be a dead duck. The way to cash in 
on any free publicity is first to follow it up immedi- 
ately with hard-selling newspaper ads that obviously 
tie in with your publicity story; second, to send out 
regular-size reprints right away while the story still 
has hot news value; third, to feature blown-up re- 
prints both in window and interior displays. 





JAM SESSION: Here’s a simple test every dealer should 
apply to his newspaper advertising whether it’s pulling 
well or not. Pull out proofs of three or four of your most 
recent ads and count the number of specific selling points 





By Norm Advertising, Inc. 
New York, N. Y. 
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in the body copy of each ad. Are you jam-packing your 
ads with convincing facts, persuasive figures? Does each 
sentence from the first to the last blitz your readers with 
at least one strong selling point? 

If not, you’re not getting full value for your advertising 
dollars. Every sentence that contains no selling points 
wastes space, slows up reading, weakens your copy. has 
no business being in your ad. A piece of copy limited to 
as little as a hundred words can—provided it’s well written 
—get over as many as six to nine hard-selling points! 

SPECIAL PROMOTION: For the dealer anxious 
to build good will, make a lot of new friends and in- 
crease his stature in the community, here’s an idea 
an unusual salesmaker that can lead to other sales. 

Very often, public spirited individuals or small or- 
ganized groups have been known to raise or donate 
funds to equip or furnish a room in some charitable 
institution—a public library, school, hospital, home 
for the aged, or children’s home. But no one ever 
thinks of contributing a redecorating or space remodel- 
ing job. Yet it could be done so easily. 

First, check with the superintendent of a church, 
children’s home, veterans’ hospital or some other 
worthy institution constantly in need of refurnishing. 
Settle on a one or two-room project. 

Then outline exciting modernization plans .. . the 
kind that are sure to capture the imaginations of 
voluntary workers to go out and raise funds. Almost 
every institution head has a list of interested sup- 
porters—people who can be persuaded to undertake 
such a project if it’s presented to them in the right 
way. Vividly, graphically—on a _ sensible, down-to- 
earth, easy-to-obtain basis! 








SOUND EFFECTS: Because you’re so intent on selling, 
it’s easy to forget how your ads sound. Yet it’s the “sound” 
of your copy that sells. If it sounds the way you talk— 
friendly and informal, human and humorous—it will have 
double the interest, carry double the conviction to your 
readers. Run copy that sounds stilted, stuffy or too matter- 
of-fact, and it will sound insincere, unbelievable or plain 
boring and not worth bothering with. 

A CINCH—TRY IT! There’s nothing like that per- 
onal touch to flatter the customer’s ego. So instead of 
following up personal calls only with booklets and 
form letters, try sending out magazines articles that 
tie in with the improvement you are trying to sell. 

It’s easy—just keep a file of magazine and news- 
paper articles on Home Improvements, with seperate 
folders for each type: fireplaces, door treatments, 
breakfast bars, kitchens, playrooms, garages. ‘That 
way, you won’t have to waste time rooting around 
among current magazines to lay your hands on some 
clipping to fit each individual case. 

HOW TO PICK A WINNER: Whether you already use 
an ad agency or think you might, it pays to know what 
you can expect of a good one! Most people think of an ad 
agency merely in terms of advertising copy. 

Actually a good agency is a highly specialized organiza- 
tion staffed and equipped to give you much more than this 
—in addition to hard pulling copy, expert publicity, tested 
mailing pieces, brochures, reprints and blow-ups of your 
favorite ads, news digests, confidential information on 


coming developments, experienced help in coordinating 
your entire merchandising program. 


February 14, 1948, 











AMERICAN LUMBERMAN & 











Buy 


_ ad 


your 
each 
with 


ising 
oints 

has 
>d to 
itten 


10us 
1 in- 
ea— 
eS. 

| or- 
nate 
table 
1ome 
ever 
odel- 


irch, 
ther 
ning. 


. the 
s of 
most 
sup- 
rtake 
right 
n-to- 


sIling, 
ound” 
talk— 
have 
your 
jatter- 
plain 


L per- 
ad of 
; and 
. that 
‘I. 

news- 
erate 
1ents, 
That 
round 
some 


ly use 
WwW h at 
an ad 


janiza- 
in this 
tested 
F your 
on on 
nating 


¢ 
AN @ 










































No. 52 in a series on modern lumber manufacturing 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association 









































Although we are now pro- 
ducing as much high qual- 
ity lumber as possible we 
cannot take care of all the 
requirements of our good 
customers, but we hope we 
will soon be able to fill all 
your lumber needs. 











Illustration: Grading, trim- 
ming and bundling high qual- 
ity Ponderosa Pine mouldings 
in our Klickitat plant. 


Libby, Montana 


GET OUT MORE LUMBER! 





with LANE NO. 1 or NO. 2 MILLS 


SINGLE OR DOUBLE ® PORTABLE OR SEMI-PORTABLE 





Features of LANE MILLS 


Fast Feeds ® Quick Carriage Return ®@ Hyatt Roller Bearings ® 





Saw Guide, set while saw is in motion @ Setting Device, quick, positive 


accurate @ Compound Upright, upright, underhook and hand dog, all in one 


Write for complete information and sizes. 


LANE Manufacturing Comnany MONTPELIER, VERMONT 


Buitoinc Propucts MERCHANDISER 
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HOUSE PLAN NO. 858 
16,100 Cubic Feet 
1149 Floor Feet 


Plan with basement at 
slight additional cost. 














Complete working blueprints, 
specifications and material esti- 
mator of any house design pub- 
lished in this magazine are now 
available at three sets of the same 
plan for $10 or four sets of the 
same plan for $12 and must be or- 
dered at the same time. All the 
blueprints are in a convenient 12x18 
inch size and meet all FHA require- | 
ments. Please order plans by num- | BEDRM L'VING RM PORCH _ 
ber, enclosing payment and address 12.6% 100 19 Ox 12 6 ] 
to American Lumberman & Build- | 
ing Products Merchandiser, 139 ‘a ea 

ar 


North Clark street, Chicago 2, III. SEE 
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HOUSE PLAN NO. 856 
15,200 Cubic Feet 
940 Floor Feet 


Plan with basement at 
slight additional cost. 
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beautiful 


Ovttle Y 


washable rattle 
y 


Gives new charm to 
walls overnight! 


When customers want lustrous 

.colorful . . lasting beauty for 
bathroom, powder room and 
kitchen walls, show them 
Prestile. This modern quality 
tileboard can be applied in one 
day—right over present walls, 
making it ideal for remodel- 
ing as well as for new con- 
struction. Prestile is perfect, 
too, for commercial and insti- 
tutional walls and counters 
wherever eye appeal, economy, 
durability and maximum sani- 
tation are required. Write for 
literature and free sample of 
Prestile today. 


PRESTILE MANUFACTURING COMPANY 
2860 Lincoln Avenue. . Chicago 13, Illinois 


Advertised in American Home, Better Homes and Gardens, House and 
Garden, Small Homes Guide and other leading magazines. 
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OR EQUIPMENT 
_LEADS THE FIELD! 
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Cleans easily as china 
with a damp cloth. 


economical utile 





Goes on in large, labor- 
saving panels. 





150 Ibs.) 
when unlocked; 
. . . locates bolt and screw holes . . . speeds installation, 


(5) patented 





@ Home builders and owners 
choose ‘“Over-the-Top” Door 
Equipment because it’s more 
practical and costs less. It per- 
mits garage doors to be archi- 
tecturally designed . . . comes 
in 19 sizes. Also available in 
complete wood or aluminum 
door _ units. ‘“Over-the-Top” 
gives lasting satisfaction be- 
cause: (1) roller-bearing, fibre- 
wheeled hangers run silently, 
cannot derail; (2) over-size 
springs do all the lifting; (3) 
channel iron arms mean 
strength; (4) patented brake 
(on equipment for doors over 


“automatic opener” starts door 
(6) steel weather-strip seals out cold, rain 














Type of 
Hdwe. 
lig ht 
Weight 


Medium 
Weight 
Series 


Heavy 
Series 


Extra 
Heavy 
Series 


THERE’S AN “OVER-THE-TOP” SET 
FOR ANY 5 SIZE _GARAGE DOOR 











“Stock Pounds 
No. _ Width Height Wst. of Door 
80 Jr. 7’ to 8’ ee to j 00 to 150 
74 7’ to 8’ 6’6” to 7’3” 100 to 150 
178 7’ to 8’ 6’8” to 73” 150 to 250 
75 7’ to 8’ 7’'4” to 8’0” 100 to 150 
78 7’ to 8’ 7'4” to 80” 150 to 250 
781 7’ to 8’ 7'4” to 8’0” 200 to 300 
93 8’ to 14’ 6’8” to 7’3” 150 to 250 
94 8’ to 14’ 7’4” to 8’0” 150 to 250 
782 8’ to 16’ oe" w 7's” 200 to 300 
733 8’ to 16’ 7’4” to 8'0” 200 to 300 
716 8’ to 10’ 9’1” to 10’0” 200 to 250 
716 8’ to 13’ 8'1” to 9’0” 200 to 275 
716 8’ to 16’ 6'6” to 8’0” 200 to 300 
718 8’ to 14’ 9’1” to 10’0” 180 to 375 
718 8’ to 16’ 8'1” to 90” 210 to 425 
718 8’ to 18’ — 6'6” to 80” ome 240 to 475 
912 9’ to 14’ 11’1” to 12’0” 300 to 600 
912 9’ to 16’ 10’1” to 11’0” 335 to 650 
912 9’ to 18’ 9'0” to 10’0” 375 to 720 


Write for free illustrated catalog on **Over-the- Top"' Door Equipment and 
Complete Wood and Aluminum Door Units. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 








BUILDING 
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Applying Concrete, Tile 
(Continued from Page 94) 

the base coat or coats. Many peo- 
ple regard plaster as mud, take it 
for granted as a nuisance and, be- 
cause “it’s going to be covered up 
anyway,” give it but scant if any 
attention. Consequences of such 
neglect can be positively avoided if 
you will insist on certain basic 
methods to be followed. 

Keep water free from impurities. 
Tools, hoes, mortar boxes, mortar 
boards, etc., must be clean and kept 
so by removing any vestiges of the 
previous batch. Only as much 











plaster as can be applied within an 
hour should be mixed at one time. 
Mortar should never be left in the 
box during lunch hour. Any parti- 
ally-set mortar should be thrown 
out. It must not be re-tempered. 
Uniform thickness plaster coats 
should be flush with the grounds 
and rodded, darbied and _ floated, 
with extra care given to wall and 
ceiling angles. Hard joints in ceil- 
ings or walls should be avoided. 
They should be completed in one 
continuous operation from ceiling 
to floor on walls and from one end 
to the other on ceilings, even if this 








SOUTHERN QUALITY LUMBER 


Our tim... 


Not a Question 
In a Carload 


We can’t control the trees, and each log is dif- 


ferent 


but our sawyers do try to get the best 


and most quality out of each log. We ship only 
DRY lumber—either KD or AD. Shipments re- 
ceive either SPIB or NHLA or SCMA inspection. 


Our customers know there are as few questions 


in a carload of R-M Lumber as the human cle- 


ment permits. 


Today we are portioning our production among 


our old customers. Once in a while we can serve 


new customers—but our old customers come first. 


We know you will understand this position. May- 


be some day soon we Can serve you——someone 


who appreciates Quality and good old-fashioned 


service and integrity. 


Longleaf and Shortleaf Yellow Pine .. . 


Tidewater Red Cypress . 
Mixed Cars Dressed and/or 


woods 


. . Southern Hard- 


Resawed . . . Boat Shipments to Foreign. 
East and West Coast Ports. 


REYNOLDS & MANLEY 
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LUMBER COMPANY 
SAVANNAH, GEORGIA 
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may require re-building a scaffold. 

Sand must be sharp, clean, and 
well screened (where expanded 
mica or vermiculite is used, this is 
unnecessary): 

The manufacturer’s mix direc- 
tions should be followed to the let- 
ter. Do not permit the laborer to 
measure the sand with his shovel. 
Have the contractor provide a 1 cu. 
ft. hollow box and fill this by plac- 
ing it in the mortar box—as many 
times as the directions prescribe 
for the proper proportion. 

Where gypsum and sand are 
used, it is important to thoroughly 
mix them dry before any water is 
added. 

Likewise, the water should be 
measured for the first batch—and, 
then, the same amount used in sue- 
ceeding batches. This will prevent 
the common tendency by the labor- 
er to “add a little more sand” if 
his mix is too wet (and thereby 
weaken the plaster). 

If temporary heat is not avail- 
able from the regular heating 
plant, the application of wet plas- 
ter, during cold weather, is danger- 
ous. The window and door open- 
ings should be closed. Usually bat- 
ten doors and muslin—or even pa- 
per applied to the windows will 
suffice. 

If auxiliary pot stoves or other 
portable heating units are used, 
the temperature should, by all 
means, be kept above the freezing 
point. Do not permit your contrac- 
tor to “take a chance” and gamble 
—hbecause plaster, once frozen, is 
no good. 

Prevent rapid dry out. It is 
quite as important to avoid plaster 
from drying out too rapidly as it is 
to keep it from freezing. This pre- 
caution, if observed, will avoid the 
many “hair” cracks which usually 
develop about window and door 
openings where the moving air 
draughts cause more rapid “dry 
out” than remaining wall surfaces. 

A set of temporary cloth or pa- 
ber covered frames placed on the 
windows and even a drop cloth 
hung over the entrance doors will 
hold the plaster drying under con- 
trol and result in a better job. 

Applying the white or hard fin- 
ish coat. Here is another operation 
to which you should give close at- 
tention—and unless you know plas- 
tering thoroughly, your only safe 
guard is the sincerity and close at- 
tention of your contractor. 

Finish coats consist usually of 
plaster of paris, termed gauy/ig 
plaster and lime putty. The pro- 
cedure is this. The laborer brings 
an amount of lime putty to the mix- 
ing board (the amount usually de- 
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he Step up yard efficiency! Move lumber 

door quickly, at savings with the fast, economical 

; a Model IB. A compact, stable, easily maneu- 

“ary 

ian ., vered, powerful industrial wheel tractor, 

Y pa- the IB is ideal for pulling big loads of 

po lumber through narrow aisles, around cor- 

- will ners, up ramps. Turns in a short radius. Pro- 

con- vides 1314 drawbar h. p. ... speeds to 

1 fin- 10 m. p. h. Uses less than a gallon of fuel 

ation an hour. Has a time-saving, Quick-Hitch 

dred drawbar! Available with sweeper for cleaning-up work, re- Allis-Chalmers Model IB Wheel 
plas- 5 Tractors are real time and money i 
safe moving snow. Let your experienced Allis-Chalmers dealer- savers when it comes to pulling 
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urnish you with specific recommendations. storage, loading and sorting 
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termined by the plasterer). The 
plasterer makes a hollow: ring in- 
side of the putty, pours in a certain 
amount of water and then sprinkles 
in the dry gauging plaster to soak 
up the water. 

The more plaster he uses, the 
faster the gauging mix (which is 
made on the board) will set and the 
faster the plasterer will have to 
work. The less he uses, the more 
time he will have and in hot weath- 
er this becomes a consideration. 
The bad part is that you cannot tell 
how it was mixed after it is on be- 
cause both a strong and weak mix 


are identical in appearance. The 
trouble develops much later. 
Gypsum manufacturers, realiz- 
ing this problem, have (in order 
to obtain better results in plaster 
finishes by increasing the amount 
of gauging plaster) produced 
and distributed chemical retarders 
which, when added to the gauging 
water, will delay the setting time 
and allow the use of more plaster 
without hardship to the mechanic. 
So admonish your contractor to 
provide his men on your jobs with 
retarder and see that they use it. 
From a supervisory view point, 





1896 - -- 52 me OF oom --1948 


Try These Specials 
For Values 


1x4” YP Flooring Shorts 
1X8” No. 1 & Btr. KD YP 
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Shiplap 
1X8” D & Btr. KD YP No. 


4/4 No. 2 Common 
Magnolia 


Scotch lumber is known 
everywhere for quality and 


value. It comes from good 


timber. 


It is always care- 


fully manufactured. It will 
give you best of satisfac- 


tion. 


SCOTCH LUMBER CO. 


SOUTHERN PINE @ 


SOUTHERN HARDWOODS 


FULTON, ALABAMA 


Mixed Cars a Specialty 





110 


Member SPIB and NHLA 





it is well to insist on each room be- 
ing broom cleaned after every plas- 
ter operation. Likewise, any ex- 
cess plaster around openings should 
be removed and all grounds scraped 
to expose the ground so that the 
millwork can be applied in a work- 
manlike manner. 

Tile work on walls. It is recom- 
mended that any built-in tub be 
used as the pattern for course 
height. Avoid, if possible, a nar- 
row course between the wall and 
top of tub. Cut tile is unsightly at 
that point. It is better to place the 
fractional size at the bottom where 
it meets the base. 

A full tile should start at the vis- 
ible corners and work back to any 
cut fraction where it will be out of 
sight (such as in back of a door, 
etc.). If the work can be sched- 
uled, it is advisable to have the tile 
set before the finish plaster coat is 
applied and avoid the unsightly 
patch which so often occurs at the 
junction between tile and plaster. 

The other alternative is to pre- 
determine the tile height, including 
cap, and carefully level the plaster 
grounds so that the top edge will 
be approximately ', in. below the 
top edge of cap. Then, if the 
grounds are carefully removed, the 
tile may be set neatly without any 
plaster patch. 

Of course, the foundation for 
good tile work is a metal lath base, 
well nailed and covered with a 
strong waterproofed cement mortar 
scratch coat which should be thor- 
oughly dry before tile is set. 

Tile accessory inserts should be 
carefully spotted after the wall tile 
are in place but while the wall is 
still “green.” Then remove such 
tile as needed to provide space for 
the fixtures. When possible, re- 
move whole tile as on towel rods, 
etc., by shortening the bar to fit. 
The object is to prevent as many 
fractional cut pieces as is possible. 

Tile on floors. For years the cus- 
tom has been to champfer the edges 
of floor joists, lay a false floor be- 
tween them on cleats nailed to the 
joist sides, and install a concrete 
slab prior to laying the tile floor. 
This practice was expensive, weak- 
ened the joists (the bathroom usu- 
ally carries an excess load any- 
way), and this slab added consider- 
able more dead load. 

The modern technique is to lay 
the sub-floor the same as the rest 
of the house, apply 15-lb. asphalt 
felt, and nail wire mesh or ex- 
panded metal lath securely to the 
sub-floor. A *4 in. coat of water- 
proofed mortar is spread on this 
as dry as possible (just damp 
enough that it can be spread, 

rodded, and floated). The paper- 
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Facts 
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Talk insulation facts and figures to your customers 
. builders or home owners... and watch your 
Cellulite sales grow. 


FACT - CELLULITE provides the most efficient insulating 
material money can buy — up to 36 per cent more 
effective than other types. K Factor 0.24. 


FACT = CELLULITE gives you every important insulation 
talking point you or your customers can name — 
flameproofed, permanent, non-settling, moisture 
resistant and many more. 


FACT -= 4 cinch to install. Ideal for self-installation by 
home-owners as well as for professional use . 
a natural for farm buildings. 


FACT - Compactly packaged in light, easy-to-handle cartons. 
Cellulite is blanket-type insulation inconvenient rolls. 


For all the profit-making 
facts and figures, see your 
CELLULITE salesman, or send 
us the coupon today. 


WHOLESALERS 
A few choice territories are 


now available. 
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GILMAN BROTHERS COMPANY 
53 Lawrence St., Gilman, Conn. 
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City__ . State ae 
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backed tile are laid in this mortar 
bed and leveled by the use of a 
straight edge and a hammer to 
align the tile to an even surface. 

This results in a desirable, satis- 
factory floor slab 34 in. thick which 
will wear indefinitely, and will not 
crack as easily as the former 
method. The finished thickness will 
match the finished wood floor and 
ease the work of applying saddles 
or thresholds. 


Random stone flagging supervi- 
sion. In any floor installation, the 
supervisory points to observe are: 

1. Use the larger square edge 
slabs in the corners and continue 
the straight edge pieces around the 
borders. 


2. Alternate the colors for best 
effect. 


3. Trim the stone to fit and avoid 
wide mortar joints (this is done 
with a sharply ground brick ham- 
mer head). The stone slab is held 
on top of a solid wood block and 
the irregular edges formed to suit 
by chipping. 


4. Use a thick mortar bed—ap- 
proximately 114 in.—as dry as pos- 
sible, fit each stone together, and 
with a straight edge tap them into 
level position. 

5. Rake out the joints as stone 
are laid. Keep the stone face clean 
(not mortar stained). After the 
entire floor is in, use a thick stiff 
mix to point up the open joints 
neatly (with a narrow pointing 
tool). 

Cleaning brick and stone work. 
On account of rain, drip, etc., walls 
often become mortar stained in 
spite of any effort by the mason to 
keep them neat and clean. 

The simplest procedure is to 
clean the surface with a diluted one 
to 10 muriatic acid wash applied 
with a coarse fiber brush (a wooden 
pail is essential for acid). The 
acid wash will soften the surface 
mortar and, where lumps, etc., ap- 
pear, this action can be helped by 
the use of a wire brush and a car- 
borundum stone. 

After the wall section has been 
cleaned, it must be _ generously 
rinsed with clear water to stop 
further penetration by the acid. 
This concludes the supervisory 
hints and “cues” on masonry, plas- 
ter, tile, and stone work in general. 

In our next article on dealer su- 
pervision, we will deal first with 
those masonry items that can be 
adapted to the existing structure. 
After that, we will start on carpen- 
try, the purpose being to build our 
house in an orderly, logical manner. 
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In-Place Unit Prices 
(Continued from Page 102) 
nailing inserts, wall ties, stucco 
mesh, furring nails, metal lath, re- 
inforcement bars, rods and mesh, 
corner beads, angle reinforcement, 
structural steel members, chanells, 
I beams (the last by weight and 
load carrying capacity for various 








and time. However, consider it as 
an investment which will yield rich 
dividends. Know that every hour 
spent in this initial effort will save 
weeks in your future activities, 
will give you greater assurance in 
your ability to serve your custom- 
ers and will develop a definite feel- 
ing of good will and cooperation 





with your mason contractor asgo- 
ciates. 

The next article on estimating 
will show how you can _ package 
price a new home foundation in 5 
minutes. 


spans), medicine cabinets, bath- 
room accessories, etc. In short, all 
of the items which go into the 
building of homes in your market. 

Admittedly, all of this means 
careful study, preparation, work 





Box No. 7 
Labor and Material Costs for Plastering 


Example: assumed labor basis—Mechanic $2, Laborer $1 per hour. 


Labor Labor 

Per8hrs,. persq. yd. per sq. ft. 
Trowel finish, 1 coat, 34 to ' in. thick 67 sq. yds. $0.36 $0.04 
Float finish, 1 coat, 3g to > in. thick 45 sq. yds. 54 .06 


Trowel finish, 2 coat, 3g to 34 in. thick 45 sq. yds. 54 .06 
Float finish, 2 coat, 34 to 34 in, thick 38 sq. yds. -63 .07 
Material basis (assumed at $0.50 per cu. ft.) 


Mat’! Price 

Sq. yd. Sq. ft. 

4 in coat required 4 cu. ft. per 100 sq. ft. or $2.00............ $0.18 $0.02 
34 in coat requires 6 cu, ft. per.100 sq. ft. or $3.00............ .27 .03 

Combined price for cement plaster, per sq. ft. 

No. Coats 1coat coat 2coats 2 coats 
Trowel Float Trowel Float 

i PP ET OE ere $0.02 $0.02 $0.03 $0.03 
BE crt tnkheresdsasanbianecqoaes cae eae .04 .06 .06 .07 


$0.09 $0.10 


Dg sein ciniee ered ee one geass $0.06 $0.08 
Total per lin, ft. wall 

T TR. RIGK, GRE SIMS ..ncieiccccsces $0.42 $0.056 $0.63 $0.70 
Note: Either or all of these prices should be added to the four wall 


unit package prices already illustrated. 








Box No. 8 
Unit Price Request Chart for Interior Plaster* 
Float Hard Sand Texture 
. Finish Finish Finish Finish 
1. Gypsum plaster for scratch and brown 
coat, applied in open operation, laid on 


WOOT OF BG Bie e oesicidcaicviccedien ones ee - ere ee Di fcaws 

Over wood lath per sq. yd. ............ Be eos , ee ae Bacien 

Including wood lath, per sq. yd........ eee i Siecei% ere . ee 
2. Over rock or gypsum lath, per sq. yd...... Bisa Biss , ee $.. 

Including gypsum lath, per sq. yd...... ahha _ eee . er $.. 
3. Over expanded metal or wire lath (three- 

CORE WTR) BOP GG. Wien oo nccccccecees . eee ee ee $.. 

Including metal lath, per sq. yd........ wr Bicles Bos ces $.. 
4, Over insulating board, (two coat work) 

Ns 6 oo oie dice ic. n eee scins caneieebine a eT Wi isracand iicceneicd Bice 

Including insulating board, per sq. yd...$..... Diiicroe eee B55 005 


5. Interior surfaces: gypsum tile, brick walls 
concrete or block walls (two coat 
WH, OP OR Wek. eek cceicwiewes iste a _ on . ee 
*Plaster base, such as wood lath, rock lath and metal lath are not in- 
cluded unless local custom makes application of plaster base part of the 
mason contractor’s work, in which event the applied price of selected 
plaster base, together with expanded metal angle or strips, should be in- 
cluded in the unit price. 
In addition, there are three items which require unit prices. These are: 
6. Metal corner beads, per 10 lin. ft. $...... 
7. Metal ground strip per 10 lin. ft. $...... 
8. Metal picture mold strips, per 10 In. ft. $...... 











— 


February 14, 1048, AMERICAN LUMRERMAN & 





Ste; 


for 
time 
in J 
som 
trol 
to y 
W 
out 
arra 
risk 
cash 
shop 


Li 
sale: 
youl 
nam 
Dep 
ban} 
cust 
serv 
busi 
com! 

Li 
vert 
and 
the | 
to o 
men 
you) 

Le 
bur¢ 
tom 
time 
for 
life 
brea 
ami 
any 
cust 

L 
tion 
ting 
thre 
thro 
Loo 
proy 
the 
depe 

L 
inst 
that 
on 
age!) 
bot} 
Loo 
cre 
to ; 
pay 
you 
exp 
chat 
con: 
ete, 

B 
are 
you 
terr 


it as 
rich 
he yur 
save 
ities, 
ce in 
stom- 
feel- 
ation 


aSSO- 


ating 
‘kage 
in 5 


Dr 
We. 


6 
7 


is FS 


).02 
.03 


pats 
loat 
0.03 

.07 


0.10 


10.70 
wall 





ture 
nish 





ot in- 
f the 
ected 
ye in- 











— 


MAN GO 





Step Up Volume 
(Continued from Page 75) 


for the opportunity to close the 
time payment sale in your office or 
in your customer’s home, not in 
someone else’s office where the con- 
trol of the sale may pass from you 
to your customer. 

When you send your customer 
out to get a loan or to let him 
arrange the financing, you run the 
risk of having come back to you a 
cash buyer and a price conscious 
shopper. 

WHAT TO WATCH FOR 


LOOK for personalized credit 
sales applications, for papers with 
your name on them instead of the 
name of the XYZ Home Finance 
Department or some company or 
bank. You gain prestige with your 
customers when you provide this 
service within your own place of 
business and on forms bearing your 
company name. 

Look for sales helps such as ad- 
vertising mats, envelope stuffers 
and counter pamphlets, showing 
the materials and services you have 
to offer, including the budget pay- 
ment terms that are available in 
your yard, 

Look for freedom from financial 
burden for the heirs of your cus- 
tomers who may die before their 
time payment purchases are paid 
for in full. In other words, free 
life insurance on the lives of the 
breadwinners without physical ex- 
amination, extra papers to sign or 
any additional cost for you or your 
customers. 

Look for simple credit applica- 
tion forms. Look for ease in get- 
ting credit clearances locally, either 
through your local credit bureau or 
through other approved means. 
Look for prompt service of ap- 
provals on your time payment sales 
the same day or within 48 hours 
depending upon the local situation. 

Look for a credit policy by your 
installment sales service agency 
that helps you make all the sales 
on which you and the service 
agency can make money. You are 
both in business to make money. 
Look for a‘service providing a 
credit policy that makes it possible 
to make the most of your budget 
Payment sales without tying up 
your customers in the red tape and 
expense of giving security such as 
chattel mortgages, conditional sales 
contracts, real estate mortgages, 
ete. 

Be familiar with the terms that 
are available for each type of job 
you are selling. To arrive at the 
terms convenient for your custom- 
er, ask him how much per month he 


Buiininc Propucts MERCHANDISER 








Perhaps no better 
demonstration of Lowell 
product superiority can be 
shown than this: Lowell is 
the world’s largest 
manufacturers of sprayers 
and dusters exclusively. 






You can rely upon Lowell ¥ Stauffer 
. for quality . . . for Duster 

sales . . . for satisfied 

customers. 


Commander — 





Premier Roto-Biast 
Duster 


© 1947-L M Co. 
“Lowell Sprayers and : 


_ Dusters have eye-appeal : os 
for any customer, and WELL 
we find that Lowell per- : 
formance brings repeat Yetta 2 


business.” 


A Lowell Dealer 
(name on request) 


~ woRLa’s LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
WRITE DEPARTMENT 63, 589 E. ILLINOIS ST., CHICAGO 11, ILLINOIS 





1G 


113 



























































Western Woods 
Continue in 
Strong Demand 


Despite rather severe winter weather in 
many parts of the country, a substantial 


amount of construction appears to be 
going on. Buyers for the most part claim 
their desire for prompt shipment is to 
meet customers’ requirements rather than 
for stock-up purposes. 

Except for green dimension, most items 
continue fairly difficult to place. Dry 
dimension, boards and uppers are moving 
right out. Grades for millwork and _ fin- 
ishing continue scarce. 

Your Western Wholesalers continue to be 
as resourceful and active in the interests 
of their customers as supply conditions 
permit. 


Edward J. Sherman Lumber Sales 
Board of Trade Building 
Portiand 4, Oregon 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








Tee ee = Oy 


























¥ 





564. \ tet St., Sen Seances 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portiand 4, Oregon 











Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 
Riverside 4335 
Duncan Lumber Co., Inc. 
White Bldg., Seattle |! 
Specializing in dimension. and boards. 


Main 6954 
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can pay. The chances are in your 
favor that he will mention a larger 
monthly payment than you had fig- 
ured on asking or than he would be 
required to make if he took the 
longest term available. 

SELLING INSTALLMENT PACKAGES 

SUPPOSE your customer wants 
you to furnish him a re-roof job 
on his house. He says, “Can you 
put a new. roof on my home and 
give me monthly payments?” 

You say, “Yes, how much can you 
afford to pay per month?” 

After your customer suggests 
$25 per month, you figure the job 
and find that you can give him the 
best shingles and pay for the ap- 
plication for about $290, which will 
cost the customer just $25.44 per 


ing their customers any questions, 
even that important one: 

“How and when are you going to 
pay for this, Mr. Doakes?” 

Remember this, a sale is not a 
sale until you have collected the 
money for the material furnished 
or the job done. Until then, all you 
have is a very potential loss staring 
you in the face. The better sales- 
man a man is, the better able he 
ought to be to take the credit appli- 
cation because salesmanship meth- 
ods are applied in taking the credit 
information. 

Always be sure to flatter your 
customers by saying that you pre- 
sume they enjoy credit accommoda- 
tions with other merchants in your 
area—the local elevator, the bank, 





the price. 





How Budget Payments Can Build Sales 
WHAT is in it for you when you sell the budget payment way, pro- 
viding that service right in your own place of business? 
1. You fit the price to the income pattern of your customer. Cus- 
tomers quoted the monthly payment cost don’t usually argue about 


2. A time payment buyer, whose credit is good, can buy right now. 
He does not have to wait to save the money. 

3. You will get someone else to carry your customer’s account. You 
get your money when you deliver the material or complete the job. 
You collect your account when you make the sale. 
tomer’s account, represented by his time payment note, endorsed by 
you without recourse on you, if he fails to pay. 

4. Your time payment customers, who maintain their good credit 
standing, can buy from you at any time in the future, as long as they 
can afford to make all of their monthly payments. 

5. Your time payment customers generally make good repeat cus- 
tomers if they have had good experience with the job or the materials 
or the merchandise which you sold them. 

6. You make it easy and attractive to spend future income with you. 

7. Sound installment selling in your yard will assure you an equal 
chance to gather those consumers’ dollars against the competition of 
other merchants in your community and outside. 


You sell your cus- 








month for 12 months. ; 

You also know that your custom- 
er needs a residing job on his home 
and that you have the material to 
do it. You tell him that for about 
the same cost per month you can 
also reside his house; in fact, it 
will cost him only $25.55 per 
month, which will run for 36 
months. 

For just 11 cents per month ad- 
ditional, paid by your customer, 
you can increase your sale by $510. 
Of course the payments cover 
a longer time than on the smaller 
sale, but that isn’t the point. The 
point is that you have made it un- 
usually attractive for your custom- 
er to spend $800 of his future in- 
come with you. 

You must secure complete infor- 
mation to make a time payment 
sale. Our experience is that many 
lumber dealers shy away from ask- 
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the implement dealer, etc. These 
credit references are an important 
part of the information you will ob- 
tain, since they will help your in- 
stallment sales service agency check 
your customer’s credit standing 
and clear the application and issue 
approval promptly. 
COMPLETE INFORMATION 

BY GETTING complete and ac- 
curate information on the amounts 
and sources of your customer’s in- 
come, you are in the best position 
to determine whether or not your 
customers should avail himself of 
monthly, quarterly, semi-annual or 
annual payment terms. 

Be sure your customer signs the 
credit application. Secure both sig- 
natures; that is, the husband’s and 
wife’s, if you can. At least get one 
signature, which should be that of 
the principal breadwinner. 

There is a very ingenious way to 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
| Engelmann Spruce — Inland Red Cedar 
Fir and Larch 

kkk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk. 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 





*Thompson Falls Lumber Company, Thompson Falls, Mont. 


Telephone 71 


* Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber 





























AIR OPERATED BOSS 
AND HAMMER DOGS 







The most modern of all medium weight 
carriages. If you are anxious to cut 


costs and realize more profit on each <| al) Ls S 
log, investigate this labor-saving one- <— JL 
man-operated Wheland Carriage. Write for Bulletin No. C-3 





THE WHELAND COMPANY (Acdéncoga, Tennence 
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help you increase the size of your 
sale and to be sure that you take 
care of your customers on any over- 
run in the amounts of their jobs. 
Suppose, instead of applying for a 
credit approval based on $800 net 
to you, you show the amount of the 
job at $1,000 and the amount of 
credit requested at $1,000. 

It’s pretty reasonable to assume 
that if your customer’s credit is 
worth an $800 approval, it should 
be worth $1,000 approval. Then 
you can go back to your customer, 
either when you get the approval 
or while the job is in progress, and 
say: 

“You know, I made a mistake 
and asked for too much credit for 
you and got back an approval for 
$1,000. Isn’t there some additional 
work you would like to do to take 
advantage of that mistake of 


9 


mine? 

Surprisingly enough, when this 
is used by other dealers, they find 
it a very good way to build up the 
size’ of their installment sales. 
After all, your customer signs an 
installment payment note only for 
the time price on the actual amount 
used on the job. If he doesn’t re- 
quire installment payment credit 
for the amount requested, all you 
need to use is the smaller amount. 
Your customers who are self em- 
ployed should supply a verification 
of their declared income by means 
of a financial and profit and loss 
statement or a copy of their last 
Federal income tax return or a 
simple signed and dated statement 
showing their gross income and 
expense by months for the past 
year. 

This making of an installment 
sale and the taking of an install- 
ment sale application is simple. It’s 
being done many times each day by 
other progressive merchants’ in 
your community. This same infor- 
mation is being given many times 
each day by the customers of other 
merchants, who are ‘also your cus- 
tomers. Why not fall in line with 
the buying habits of the majority 
of the people, so you can sell on 
even terms with all the other folks 
who are doing their best to tie 
up the time payment dollars for 
their materials and services? 

Those of you who are doing time 
payment selling effectively wouldn’t 
think of going back to the care- 
lessly granted, open account method 
of selling. When you sell the 
budget payment way, vou collect 
your account when you send the 
bill. You make it easy and attrac- 
tive to spend future income with 
you. 


116 











THESE warehouses are 110 feet from buildings on the opposite side of the yard, helping 
reduce fire hazard. The yard is paved. 


Yard Layout 


For Efficiency & Fire Protection 


LANNING THE YARD for 

maximum fire protection had 
more than cursory interest for the 
Leach Brothers in Joliet, Ill., whose 
property suffered severe damage 
from flames a few years ago. 

Their present yard layout was 
planned specifically to avoid a simi- 
lar disaster; it also afforded an op- 
portunity to build warehouses best 
suited for the materials to be 
stored. 

The layout provides a 110-foot 
firestop between major buildings. 
Driveways have been paved. None 
of the warehouses have windows, 
thereby eliminating an important 
maintenance item; all buildings 
face south, assuring maximum sun- 
light. 


The lumber warehouse was built 
narrower at the front to handle 
shorter lengths and provide more 
efficient utilization of space. Only 
lumber is stored here; other build- 
ing materials are stored in other 
buildings. 

Warehouses are truck height on 
one side and freight car height on 
the other. There are two doors 
on each side, each eight feet wide. 
The warehouses are 60 feet long 
and 32 feet wide. 

Ladders rather than stairways 
are affixed to the side of each 
building, also a maintenance meas- 
ure; 2x4 hardwood door casings are 
built into each door entrance to 
eatch truck gates and avoid ware- 
house damage. 








dee 


LUMBER warehouse (with sliding door open) is designed exclusively for lumber. 


Like other 


Leach warehouses, it has no windows. 
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COMETS 





Look at it this way. If you have Comets with 
which to work you have the edge-in many 
ways. Comets give owners concrete advan- 
tages. They are so powerful, so sturdy. They 
cut with tremendous speed and sustained accu- 
racy. They are so easily maneuvered and eco- 
nomical in operation. And Comets, relatively 
speaking, are well-nigh indestructible. See 
your Comet dealer 


about the saws that 





give “more cuts per 


dollar” or write di- mT f 
j 


rect. 


i 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 


See e 
cher 


COMETS ex? 
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PLASTIC 
REINFORCED 





50 ft. and 
150 ft. rolls 
36 in. wide 


Manufactured exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE. CHICAGO 18, ILLINOIS 








Nobody Thought It Would Come 
to This 

HE HUGE TRUCK from a city 

more than 200 miles away 
pulled up at the dealer’s yard the 
same morning that a long-awaited 
carload of exceedingly hard-to-get 
material was about to be unloaded. 

“Here’s what I’m willing to pay,” 
said one of the men on the truck 
who was carrying a fat bank roll. 
“We'll do the unloading.” 

The amount was much higher 
than the dealer’s retail price but he 
wasn’t interested. The material 
had been sold months before to his 
regular customers. 

“Never thought I’d see anything 
like this,” said the lumber dealer 
as the truck went on its way. 

*% * % 

Can you think of anything that 
distorts our economic picture as 
much as excessive demand? 


It Has Happened Before 
LUMBER DEALER in Florida 
once told us of his experi- 
ences during the well-known boom 
of the 20’s. He used to send a 
third man on his truck to prevent 
the driver and helper from selling 
C.0O.D. loads en route and pocket- 
ing the difference between his sell- 
ing price and what frantic buyers 
(strung along the highways and 
waving wads of money) were will- 
ing to pay. Within a year the 
bubble had burst and you couldn’t 
give the same material away. 
% 
One thing is certain. The higher 
the price, the bigger the inventory 


Joss . . . come the day when the 
upward spiral no longer spirals. 


Pipe Lines Are Filling Up 
YEAR AGO only one store in 
20 had washing machines on 
hand. Today 50 percent can make 
immediate delivery. Last year you 
had to visit four shops before you 
could find electric irons. Today 80 
percent of the stores are well sup- 
plied. Innerspring mattresses 


which were few and far between 
a few months ago can now be 
found in more than half the stores 
that sell them. 


Oil burners have 
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jumped from 10 percent to 33-1/3 
percent in avaliability. Bath tubs, 
showers, basins now score 22 per- 
cent (at suppliers) against 12 per- 
cent in ’47. Many more items 
could be added to the list. 


x 


Nothing stimulates production 
as much as high prices. Put the 
price high enough and it won't 
be long until overproduction rears 
its well-known head. 


$10 Models Here Again 
VER 35,900,000 homes in the 
United States now have radio 
sets . .. an increase of 1,902,000 
as of January 1, 1946. Exclusive 
of automobile radios, these families 
operate 53,500,000 receivers. (9,- 
600,000 have two sets, 2,400,000 
own three, and nearly 1,000,000 
own four or more). Despite this 
astounding total, the radio industry 
only now is beginning to roll. No 
wonder $10 models already are 
showing up! 

Will There Ever Be Enough? 

HE PRODUCTION race _ be- 

comes greater each month. In 

one day our attention was called 
recently to the fact that three of 
our largest producers of an essen- 
tial item in building materials had 
practically doubled their capacity 
in the past two years. “We can’t 
get enough” will eventually become 
“we’ve got too much.” We don’t 
wish to appear pessimistic but the 
plain facts of the case are that 
purchasing power is waning while 
productive capacity, in many lines, 
is going up at an unprecedented 
rate. 

Easing up on home financing (a 
highly inflationary factor) doesn't 
exactly square up with the efforts 
of another branch of the Govern- 
ment to force down the price of 
building materials. Why not re- 
move some of the causes of zoom- 


ing prices. 
% 


Simple Formula 
LUMBER DEALER of our ac- 
quaintance, who has kept an 
accurate cost record of home sales 
down through the years, doesn’t 
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bother to do much house figuring 
today. He simply doubles his 1939 
price on the same designs. 

% 


Simple, Inexpensive, Effective 

| eens Hints By The House 

Doctor, Restrick Lumber com- 
pany, Detroit, publish many an 
item of interest to home owners, 
Example: 

“To keep hall rugs from slipping 
on polished floors, purchase rubber 
stair treads.’ Cut them in half 
lengthwise and then glue a half of 
each to each end of the rug with 
fish glue. 

“It’s a simple matter to eliminate 
floor squeaks when the underside of 
a floor is exposed as in a basement. 
A few small wedges driven be- 
tween the subfloor and joists will 
correct this condition.” 

Simple? Sure! Effective ad- 
vertising usually is exactly that. 
These suggestions and many others 
are always followed with ‘“Remem- 
ber to call the ‘House Doctor’ re- 
garding ANY home improvement 
or the building of your new home.” 


Flush markets make us forget 
how to do the things we’ll have to 
do when the situation is reversed. 


Interesting Home Figures 
HILE WE ARE on the sub- 
ject of Detroit, we observe 
by the Detroit News survey that 
60.8 percent of its families own 
their homes; 57.2 percent live in 
single dwellings; 21.9 percent live 
in two-family dwellings; 6.5 per- 
cent live in 3- or 4-family dwell- 
ings; 14.4 percent live in apart- 
ments. Incidentally, in the rental 
group, 60.3 percent pay less than 
$50 per month. (25.2 percent pay 
$40-$49 ; 22.8 percent pay $30-$39; 
12.3 percent pay under $30.) 
x * * 
Going Strong 
L=EVitt & SONS, Long Island, 
built 2,867 houses during 
1947, In 1948 they propose to step 
up the schedule to 5,000 homes. Of 
course, 4,400 will rent for $65 4 
month. All of the 1947 homes are 
furnished and occupied. 
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Kentwood's Personalized Service. 





KENTWOOD LUMBER CORPORATION 


T. B. RICHARDSON, Pres. 


KENTWOOD Sezucce 
ce PERSONALIZED! 


No orders are routinely handled at KENTWOOD. Our emphasis isn't 
on getting the order—rather on how the order is handled after we get 
it. That's what brings your repeat business. Every order is immediately 
assigned to a Kentwood serviceman or expediter. Our servicemen are 
at the mills daily—see the logs coming in, stock being sawn, dried, 
dressed, run to pattern. It's their personal responsibility to see that 
each order is properly filled and shipped when promised. 


Let us demonstrate to you the advantages of 








SOUTHERN PINE 
SOUTHERN HARDWOODS 
WHOLESALE 


Branch Offices 


DETROIT — 1965 National Bank Building 
Phone Randolph 6838 
J. Ed. Hickerson, Mar. 


LCUISVILLE — 2226 Walterdale Terrace 
Phone Highland 4726 
R. E. (Bill) Duerr, Moar. 





MIAMI—Call or write Florida area mgr.— 
S. P. Davis at Plaza Hotel. 





First Nat'l Bank Bldg. 


BIRMINGHAM, 


Phone 4-8691 ALABAMA 








BUILDING SPECIALTIES 





QoAst- Selling 
BUILDING 
SPECIALTIES 


From One Source 


WRITE FOR OUR 1948 CATALOG J 
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Opportunity for Window Manufacturers 


—Rights to manufacture and distribute nation- 
ally aluminum channels and wood slide parts 
to fit any standard windows and sash for sale 
on royalty basis. 


Permits sash to be in- 
stantly removable for 
cleaning. No weights, 
pulleys or balances. 
Perfectly weather- 
stripped. 


Smooth and easy of 
operation. 


Simple, low-cost con- 
struction — four alu- 
minum channels fitted 
with wood slides. 


Fits all standard win- 
dows and sash. 
Makes a window of 
exceptional merit. 





Manufacturing and 
sales rights are of- 
fered to responsible 
concern on _ royalty 
basis for national dis- ¥ 
tribution. : 


O. L. Dautrick 


INVENTOR AND PATENTEE 
9010 East Outer Drive, Detroit 5, Michigan 
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W. T. Ferguson 


OF SERVICE 
TO THE 


LUMBER 
BUYING TRADE 













di ae 






SOUTHERN PINE & 
SOAST WOODS ~~ 
R—PHING 

















LUMBER COMPANY 
SAINT LOUIS 1 — MISSOURI 

















DIAMOND POINTS 


 Here’s a big repeat item of top quality 
Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
each to fit driver. 


Two SIZES 

No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to a package. 

No. 2 Diamond Points 
1/2” long for No. 2—£ 
Driver. 4,000 points (40 
sticks) to a package. 


RED DEVIL TOOLS. — 











Irvington 11, N.J.,U.S.A.. 


















Small Home Lock 


A new lock for outside doors on 
small homes has been developed. 
A feature of the lock is that a quar- 
ter turn of the key releases both 





the latch and dead bolt and opens 
the door. Another feature in the 
Integralock, is the use of a shear 
pin in the cylinder knob which 
gives way when subjected to ex- 
treme torsion, allowing the knob 
to spin harmlessly yet the regular 
key will continue to retract the 
bolts. This means that this lock is 
safe in protecting against forced 
entry as undue pressure on the door 
knob merely shears this pin. The 
pear-shaped knobs are made of 
heavy cast brass or bronze and are 
furnished in bright brass, dull 
brass, bright and dull nickel, bright 
chrome and dull chrome. For more 
complete information write Sar- 
gent & company, Dept. AL&BPM, 
New Haven, Conn. 


New Donley Products 


Made of steel, a new ash dump 
has a deep, perforated flange that 
will anchor it in the masonry firmly. 
The size of the opening is 5x8 
inches and the ash dump is secure- 
ly welded from heavy gauge steel. 
Another new product is a welded 
steel brick clamp with a capacity 
of eight to 13 brick, representing 
a range of adjustment from 15% 
to 26 inches. A third new item is 
the Donley salamander which it is 
said can be adapted to many situa- 
tions. In many places it is fired 
with the top open and only the cast 
iron grate beneath the flame. 
Equipped with a cast iron top, it 


GALES AIDS - UMERATURE 


makes a one hole cookstove or a 
heater for a construction office or 
shanty. For more complete informa- 
tion about these three new prod- 
ucts write Donley Brothers com- 
pany, Dept. AL&BPM, 13900 Miles 
avenue, Cleveland, Ohio. 


Tile Cement 


Reardon’s tile cement was de- 
veloped “for bringing the bathtub 
and the wall back together again,” 
It comes in powder form and is 
mixed with cold water as needed 
and inserted into cracks around 
bath tubs and sinks with a knife 
or blunt object. Claims made for 
the product are that it will not 
harden in the can, dries white, sets 
firm and will not shrink. It leaves 
a smooth, moisture-resistant sur- 
face that can be painted. For more 
complete information write Rear- 
don company, Dept. AL&BPM, St. 
Louis, Mo. 


Kitchen Waste Disposer 


A mechanical kitchen waste dis- 
poser has been announced. The 


Mullinaider is a motor driven unit 
which chews kitchen garbage into 
particles 


finely pulverized easily 








flushed down the drain. It will han- 
dle any kitchen waste except the 
largest bones if used according to 
the instructions. It is a self-clean- 
ing unit in which the grinding 
mechanism reverses itself each time 
the motor is turned on. Centrifical 
action of the disposer swirls the 
pulverized waste through the drain, 
providing a scouring action which 
keeps pipes clean and. eliminates 
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Every cutting job 
—cross-cutting, 
ripping, dadoing, 
angle cutting, bevel 
cutting, multiple 
cutting, mortising, scoring, or cutting light gauge metals 

can be done faster... better... cheaper with an 
Electric MallSaw. Clean, quick, accurate cuts save time 
—provide square board ends . . . assure better fitting... 
eliminate waste. The Model 70 MallSaw has a 214” 
pacity on straight cuts: the Model 86—2%”. Larger and 
smaller models are also available. All are equipped 
with powerful Universal motors. Other Mall Portable 
Power Tools include MalIDrills, MallPlanes and Mall 


Power Saws. 


Ca- 


Ask your Jobber for these nationally advertised products. 


POWER TOOL DIVISION 


7733 South Chicago Avenue 
Chicago 19, Ill. 


MALL TOOL COMPANY 
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GREAT NEW DIXON MILL 


Located on Roosevelt Lake, in Wash- 
ington (151-mile backwaters of Grand 
Coulee Dam), this new Lincoln Lumber 
Company mill of the Dixon Industries 
is one of the most modern and effi- 
cient in the world. 





Ready for full capacity production in 
May, it will then start turning out 16,- 
000 feet an hour, to whittle down the 
big backlog of orders from. Dixon's 
regular customers for superior Dixon 
lumber products. 


THE DIXON INBUSTRIES 
Ark eere 
GRANT DIXON 7 GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT TREAS- MANAGER 
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WESTERN PINE ASSN — PONDEROSA PINE WOODWORK 
NATIONAL DOOR MFRS. ASSN — NATIONAL WOODEN BOX ASSN. 
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any odor. For more complete in- 
formation write Mullins Manufac- 
turing company, Dept. AL&BPM, 
Warren, Ohio. 


Sealing Glass Block 


A new mortar sealant has been 
specially formulated for use on 
glass block. Since the blocks are not 
porous, most mortar cannot form a 
good mechanical bond and cracks 


develop. The new mortar sealant, 
known as Klee sealant coats the ex- 
terior mortar joints, adheres to the 
mortar and forms a tight flexible 
bond to the glass, expanding and 
contracting with the mortar as well 
as the glass. It can be applied with 
a caulking gun or thinned down 
for brushing. The product remains 
rubbery and bonds to mortar, glass, 
tile, brick, metal and wood. It is 
available in white and can be fur- 
nished in colors. For more informa- 
tion write the American Fluresite 
company, Dept. AL&BPM, 635 
Rockdale avenue, Cincinnati, Ohio. 





graded. 





Alexander-Yaw 


fern Prirre A SOCcIaATC 


MA, Des 10 





PONDEROSA PINE 





Av texanven-vawsey lumber is good lumber, because it 
comes from a choice stand of quality Ponderosa Pine timber— 
because it is well-manufactured, is properly dried and reliably 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 








key Lumber Co. 


Prineville, Oregon 


Ladder Scaffold Supports 


A new bracket used with ladders 
for erecting a simple and practical] 
scaffold is announced. The bracket 
clamps on any single or extension 
ladder and fastens to the side of 


“AZ 


tH 

















the building with two or three nails. 
The ladder is held edgewise to the 
building and in a vertical position. 
Planks or staging rest directly on 
the ladder rungs. No further brack- 
ets are required. Adjustments are 
furnished .so that ladder can be 
placed close to the building (Fig. 
1) or away from the building to 
clear. overhung eaves (Fig. 2). 
Extra holes are provided so the 
bracket can be fastened under the 
eaves if desired (Fig. 3). For more 
complete information write Rei- 
mann and Georger, Dept. AL&- 
BPM, 69 N. Division street, Buffalo 
S, N. Y. 


Sample Offer 

As a special promotion to ac- 
quaint dealers with Puritan sash 
cord, a 50-foot hank is _ being 
offered free to dealers so that they 
may see and examine the product. 
Address Puritan Cordage Mills 
Inc., Dept. AL&BPM, Louisville 6, 
Ky. 


Radial Saw Bulletin 

Described in this new bulletin is 
a radial saw that is a complete and 
portable, compact planing mill, 4 
production machine for cutoff, rip, 
mitre cutoff, bevel cutoff, compound 
mitre, bevel rip, dadoing, plough- 
ing, rabbeting, shaping and other 
woodworking operations. The spe 


cial design of the arm and roller 
head gives fingertip control in all 
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cutoff operations. Controls for the 
setting of machine are all within 
easy reach of the operator. In- 
cluded in the bulletin is a complete 
description of all the operations and 
q listing of all the specifications 
For a copy of the bulletin write 
Construction Machinery Sales com- 
pany, Dept. AL&BPM, Waterloo, 


Iowa. 


Roofer's Staging Brackets 


Two different types of roofer’s 
staging brackets have been intro- 
duced. One bracket is flat, pierced 
with three holes for holding to roof 
and also pierced to permit attach- 
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ing triangular piece of two inch 
lumber to form a platform rest. 
The other type is piereced for hold- 
ing to roof, but bent to hold a 
2x4 inch stringer. Both are made 
of cold rolled steel, tempered cor- 
rectly and of the most effiecient 
thickness. They are cadmium 
plated for protection and appear- 
ance. Ready for immediate ship- 
ment. For more complete informa- 
tion write Special Devices Inc., 
Dept. AL&BPM, Berlin, Conn. 


Shallow Well Water System 


A new turbine shallow well water 
system demonstrator is designed to 
be used in dealer showrooms and 
out in front of the store as well 
as at fairs and home shows. The 
demonstrator tank is galvanized 
and enameled white with green 
trim. The pump unit has a seven- 
gallon close-coupled package tur- 
bine water system with piping, fit- 
Ings and bibb faucet for demonstra- 
ion. It is available as part of the 
Wayne dealer Partnership Plan. 
For more complete information 
write Wayne Home Equipment com- 
pany, Ine., Dept. AL&BPM, Fort 
Wayne, Ind. 


Portable Electric Radiator 


A new portable automatic elec- 
tric radiator equipped with Mer- 
cold automatic thermostat and pres- 
sure controls has been announced. 
The n w unit, called the Roller- 
Radiator, plugs into any 110 volt 
A.C. outlet to provide regulated 
heat for a room or space of average 
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YOUNGERMAN-REYNOLDS LUMBER CO. 


MONTGOMERY 1, ALABAMA 
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DEEP SWAMP CYPRESS 


SHIPPERS: | 
TF souTHERN HARDWOODS 














How? By showing them FIRZITE, and valleys,’ due to grain-raise . . . even on 
pointing out the advantages it gives | enameled surfaces. 
them. 


3. SEALS THE SURFACE so that face- 
checking is virtually eliminated. Beauti- 
fully unbroken painted surfaces sta) 
that way. 


This remarkable new sealer. .. available 
in either Clear or White .. . does three 
jobs at once to dress up Fir Plywood, 


strongly pronounced grain figure be- 


comes tasteful and subdued. Stains are is atealie 


soft and lustrous. 


faces are satin-smooth. No “hills and easily. Requires no careful brushing. 
pocsecwecweenananeennsensnunesannsoonseaiie 
| UNITED STATES PLYWOOD CORPORATION 
. Exclusive Distributors of Firzite 
- Dept. 379 
: 55 W 44th St., New York 18, N.Y 
' 


Gentlemen: 
MAIL THE COUPON FOR FULL INFORMA- Please send me full details on FIRZITE, and com- 


TION ON FIRZITE, AND AN EXPLANATION plete information on how I may become a dealer. 
OF OUR INTERESTING DEALER SET-UP. ii\iinc 
Company : 

Address_ acm ies 

City ee 
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so that it’s right at home in the best AND FOR BLONDE, MODERN FINISHES, 
company: suggest White or Tinted Firzite, wiped 


off! For tints, it is necessary only to mix 
1. TAMES THE WILD GRAIN so that the (ojors in oil with White Firzite. Feature 


it, too, for undercoats. Firzite seals as 


Point out, also, that Firzite’s economical 


2. LAYS THE GRAIN so that painted sur- to use, because it goes on quickly and 





CUT THE COST 
OF FIGURING 


WITH 
mC) aicinat: DHNER 


HANDY CALCULATOR 














Help your office workers to do a bigger 
day's work by putting one of these low- 
cost, handy, speed calculators on the desk 
of every man or woman who does figuring. 
Calculate board feet faster, compute in- 
voices quicker, figure estimates in less 
time with the Original-Odhner Handy 
Calculator. 


Order a machine on trial! 
Add, subtract, multiply, divide in jiffy 
time. Save Money! Increase your office 


efficiency by making it easy for your 
employes to do their figuring. 


Immediate Delivery 
Write for Bulletin PP-23 


Ivan Sorvall, Inc. 


210 Fifth Ave.. New York 10, N. Y. 































(Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
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Most dealers report: ROCK HARD XG 

“Our sales of Dur- \Au-agoynp ~ 

ham’s Rock - Hard REPAIR CHAMP?” = ss 

Water Putty keep tS ponaLp 

doubling, year after 
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_yea DURHAM 
year.” What’s more, COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 





gives you by far the Ee 
best profit-margin on — 
any product of this : , 
nature. Use it yourself, and you'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 
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height up to 15x20 feet. The ther- 
mostat automatically turns the 
power on and off at any desired 
temperature and the pressure con- 
trol automatically regulates pres- 
sure. A gauge indicates when addi- 
tional water is needed, usually a 
quart every three to four months. 
The radiator is 24x24x8 inches. 
With four swivel casters it can be 
readily moved from one place to 
another. For more complete inform- 
ation write Terminal Hardware 
company, Dept. AL&BPM, 411 
Linden avenue, Wilmette, III. 


Paint Sprayer 


A new innovation in paint spray- 
ing equipment is announced. Speedy 
Jr. is attached to the spark plug 
of any auto, truck or tractor, mak- 





ing the motor an efficient air com- 
pressor for every spraying job. It 
sprays enamel, paint, varnish, lac- 
quer as well as insecticides, ete. 
It operates at slow idling motor 


speed, delivering clean, gas-free, 
oil-free air. It comes complete with 
spray gun, six ounce cup, pump, 
spark plug adapters, tire adapters 
and 18 feet of hose. For more com- 
plete information write W. R. 
Brown corporation, 5720 W. Armi- 
tage avenue, Chicago 39, III. 


Testing Lumber 


Now available is a pamphlet de- 
scribing several instruments which 
can be used to determine the mois- 
ture content of lumber. The items 
described include the moisture con- 
tent testing scale which is direct 
reading and requires no figuring or 
computations; electric dryer for 
drying samples; special forms for 
keeping records of tests and kiln 
operation and instrument for the 
purpose of ascertaining tempera- 
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ture and humidity in dry kilns. Foy 
a copy of this pamphlet write 
Grand Rapids Vapor Kiln. Dept, 
AL&BPM, Grand Rapids, Mich 


. 


Handling Packaged Merchandise 

A new 16-page bulletin  illys. 
trates and describes 10 recently de. 
signed types of standardized units 





for handling 
dise. 
the “Handibelt” portable conveyor, 
The Handibelt, shown in the pic- 
ture, is a portable belt conveyor 


packaged merchan- 
A second bulletin describes 


designed for carrying packaged 
merchandise on incline, decline or 
horizontal planes. It is mounted 
on ball bearing casters and can 
easily be moved by one man. Foot- 
operated floor locks anchor unit 
firmly in place. For copies of these 
two bulletins write Standard Con- 
veyor company, Dept. AL&BPM, 
North St. Paul 9, Minn. 


Aluminum Canopy 


Hollywood canopies are of all- 
aluminum construction throughout, 
packed one to a carton, complete 
with stainless steel screws and nuts 
and bolts necessary for hanging. 
It has hardened almuinum brackets 
and spot-welded seams. The con- 












ue 


struction is said to eliminate sag- 
ging, warping, rattling and_flap- 
ping. They require no painting but 
can be painted with house paint if 
desired. They will protect any door- 
way or window the year around 
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Meet this profitable demand. 
Start the KENNATRACK VOGUE 
in your town. A sample installa- 
tion—and a little publicity does it. 
SEND for the KENNATRACK 
folder—and learn about this profit- 
making specialty. 


JAY G. 
McKENNA 


INC. 


FACTORY: ELKHART, INDIANA 
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Ample ventilation for insulated 


Lumite Plastic Screens. 


No exposed metal. No streaks 
and stains on walls. Quickly in- 


Arrow-Line Louvers save 


labor and material costs. They 
last the 
ing. There's a type and size for 
every installation. Sell at least 
two on every job. Fine profit 
margin. 


life of the average build- 
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also GARAGE DOORS 


and SCREENS 


You'll want to know all about 


these values. Big sellers 

wherever displayed. Very good 

For old and new profit margin. Write for illus- 
construction trated circular with prices. 


A. D. HEMPHILL CO. 


114 Franklin St., Lake City, Minn. 
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Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 


high standards 


long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 








is the 


name for 


INSULATION ... 


... that's MOST EFFICIENT 
... that's LIGHT-WEIGHT 


.. that's EASIEST TO HANDLE, STORE, 


TRANSPORT 
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... that's SAFE, CLEAN, SANITARY 


ALWAYS 


.. that's EASIEST TO INSTALL 


... that's PERMANENT 
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INFRA KEEPS HEAT 
WHERE IT BELONGS 


Write for 16-page booklet, 


“SIMPLIFIED PHYSICS OF 
THERMAL INSULATION." 


Thermal C Factors Stamped on 
Every Infra Carton 


ALUMINUM AND TRIANGUL 
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REPEL SUMMER SUN 






10 MURRAY STREET: NEW YORK,NY 
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from rain, snow, sleet or sun. The 
size of the canopy is 42 inches wide 
by 32 inches deep. For more com- 
plete information write Colgate 
Manufacturing corporation, Dept. 
AL&BPM, Amityville, Long Island, 
New York. 
























Circular Saw Bulletin 


A new bulletin has just been 
compiled to provide a convenient 
guide in determining which type 
and size of circular saw to use for a 
particular job. The bulletin illus- 
trates and describes many types 
of saws and circular knives and 


shows saws being made. The Chi- 
cago line, presented in the bulletin, 


includes crosscut, rip, cut-off, 
planer, mitre, combination, soft- 
metal, friction and special saws, 


dado heads and knives. For a 
copy of Bulletin No. 107, write 
Chicago Saw Works, Dept. AL&- 
BPM, 5042 S. Wentworth avenue, 
Chicago 9, Ill. 


Sani-Way Demonstrator 

A new portable demonstrator 
unit for Sani-Way Electric garbage 
eliminator is announced. The unit 
is designed for use either in the 
store or the home. All garbage is 
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lebruary 


disposed of right at the sink, going 
down the drain and being thor. 
oughly mascerated and swished 
into the sewer in liquid form. De. 
signed for installation under the 
sink, it provides a special drain 
opening to receive food waste, Ad- 
vertising and sales literature em. 
phasizes the savings in time and 
energy. For more complete infor- 
mation and descriptive literature 
on the unit and demonstrator write 
Thomas W. Berger Inc.. Dept. 
AL&BPM, 6 E. Fourth street, Cin- 
cinnati 2, Ohio. 


Small Home Floor Furnace 


The Roberts automatic oil floor 
furnace is a unit furnishing pack- 
aged heat. It is installed under the 
floor requiring no joists to cut, no 
headers to build. It has automatic 
thermostatic control standard 





inches wide, 
30 inches long and 35 inches deep. 
The grill is oak finished. It is said 
to have a rust and corrosion resist- 
ant casing and air separator. For 


equipment. It is 14 


more complete information write 
Roberts Furnace, Dept. AL&BPM, 
380 Twenty-fourth, Detroit 16, 
Mich. 


Plastic Wall Tile 


Just announced is the introduc- 
tion of eight new colors in Miraplas 
plastice wall tile. The new colors 
are solid and are all in the pastel 
shades. The new colors are de 
signed to blend with all other col 
ors which might be used in interior 
decorating. They are said to be 
restful to the eyes. Addition 
the eight colors brings the total 
number of Miraplas colors to 24 
Both plain and marbleized colors 
are available. For free samples 0! 
the new colors and further infor 


rf, 1948, AMERICAN LUMBERMAN ¢§ 








ia 








, £oing 
. thor- 
‘Wished 
m. De- 
ler the 
| drain 
te, Ad- 
ive em- 
ne and 
' infor- 
erature 
i Write 

Dept. 


1? 


i] floor 
g pack- 
ider the 
cut, no 
tomatic 
ndard 





Ss wide, 
es deep. 

is said 
n resist- 
ror. For 
n write 
L& BPM, 
‘oit 16, 


nt roduc- 
Miraplas 
w colors 
e pastel 
are de- 
ther col- 
interior 
id to be 
ition of 
he total 
s to 24. 
d_ colors 
mples of 
»y infor- 


RMAN © 











| 


Custom Milling and Resawing in Transit 


We have recently installea a new 1ates-American A-62 Planer and Matcher and 
are prepared to do good quality work — and promptly. 


We also manufacture and wholesale 
Southern Pine and Hardwood Lumber 


Our Specialty: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL CO. 


P. O. Box 501 CORINTH, MISS. Telephone 968 


| — a 





























HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH © OAK 
STRIP @© BLOCK 


Anaconda Copper 
Mining Co. 


Lumber Department 


and 
HERRINGBONE Bonner, Mont. 
FLOORING 
a 
BROOM HANDLES ° 
GRADED SAWDUST 
8 Manufacturers of 
High Grade Northern Hardwoods 
. i“ Ponderosa Pine, Fir and 
Custom Kiln Drying Larch Lumber 
& 


Members: M.—.M. A. NL. HLA NH HM A. 


OcOnTO, WISCONSIN 

















TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco e« P.O. Box 1731, Stockton, Calif. 
Manufacturers of 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 





— 
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What LIGHTSEY QUALITY 
_ Means to You, the Buyer | 













































IT MEANS lumber produced from fine quality 
timber. Manufacturers 
IT eer oe that is well-manufactured Band Sawn 
} —smoothly dressed, accurately run to pattern 
| double-end trimmed to size. N. C. PINE 
IT MEANS lumber that is properly seasoned Hardwoods 
or dried. Over 80% of our output, including Cypress 
all finished products, is scientifically kiln 
dried. Air dried is available on customers’ 
specifications. All air dried stock is Dowicide — 
dipped. 
IT MEANS lumber that is accurately graded— End-Matched 
that will meet any grade inspection. Pine, Oak, 
Mixed cars mouldings, flooring, Maple & Gum 
baseboard, casing, finish stock, Floorin 
sheathing, boards, dimension, etc. 9 
Member: 
a Southern 
o> (7 Pine Assn. 
OTHERS «~<: 
Flooring Mfrs. 
Assn. 
MILEY, SOUTH CAROLINA ee 
: ardwoo 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH Lbr. Assn. 















































Is it as Good as Kirby’s? 


That is a question which used to be 
bandied about when lumbermen met, 
because the quality of the products made 


them a basis for comparison. 


Now, since a forestry program is 
producing tangible results which enable 
us to make predictions as to future sup- 
ply, it is in order to add: Posterity too 


will be asking, 


“Is it as Good as Kirby’s?°° 


LUMBER ~ 
CORPORATION 


Yellow Pine Southern Hardwoods 
"A Wood for Every Purpose’ 
KIRBY BUILDING HOUSTON, TEXAS 




















WHAT'S NEW?. 


mation about the complete line 
write S & W Moulding company, 
Dept. AL&BPM, 990 Parsons ave. 
nue, Columbus 6, Ohio. 


Double Action Insulation 


A new double action building in- 
sulation, Cellulite-Silvercote. that 
reflects radiant heat in addition to 
blocking heat transfer by condue- 
tion and convection has been devel- 
oped. The non-corroding reflective 
metallic membranes completely en- 
close a fluffy fiber blanket. Its mil- 
lions of dead air spaces in the fiber 





provide the barrier to heat trans- 
fer. The reflective surfaces are 
said not to oxidize or corrode and 
are not subject to electrolysis. The 
filler is flameproof and contains no 
dust or sharp, irritating particles 
to hamper installers. It is said not 
to sag or settle and to provide per- 
manent protection. For more com- 
plete information write Gilman 
Brothers company, Dept. AL&BPM, 
Gilman, Conn. 


Steel Tool Boxes 


Just announced is a new line 
of Master steel tool boxes. There 
are styles and sizes for the home, 
the mechanic, hobbyist, repairman 
and farmer. The line features re- 
cessed hardware and full-size lift- 
out tray. There -are heavy duty 
models of rugged construction with 
reinforced corner irons, leather 
handle and lift-out tray. Two spe- 
cial models are a tote-tray model 
with folding handle on the tray and 
a tool chest in the newest shade of 
gray, equipped with two full size 
lift-out trays with many sections 
that are adjustable. For more com- 
plete information write Master 
Metal Products Inc., Dept. AL& 
BPM, Buffalo 4, N. Y. 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 419 mills reporting to the Na- 
tional Lumber Trade Barometer were 9.1 percent 
above production for the week ending Jan. 24, 1948. 
In the same week new orders of these mills were 17.7 
percent above production. Unfilled order files of the 
reporting mills amount to 55 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 28 days’ production at the current rate and 
gross stocks are equivalent to 49 days’ production. 
For the year-to-date, shipments of reporting identical 
mills were 2.3 percent above production; orders were 
13.2 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 63.7 per- 
cent above; shipments were 60.2 percent above; orders 
were 48.1 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
12.6 percent above; shipments were 12.4 percent above 
and new orders were 15.8 percent above. 


Southern Pine 


Production of Southern Pine by the 105 mills re- 
porting to the Southern Pine Association for the 
week ending Jan. 24, 1948, amounted to 14,872,000 
feet. This was 12.94 percent below the three-year 
average for the same mills. Shipments for the week 
of Jan. 24 amounted to 16,474,000 feet. This was 10.77 
percent above production for the week. Orders placed 
during the week amounted to 19,149,000 feet or 28.76 
percent above production. 


Western Pine 


The 113 mills reporting to the Western Pine Asso- 
ciation cut 58,158,000 feet for the week ending Jan. 24, 
1948. The same week a year ago the cut was 50,909,- 
000 feet. Shipments were 70,753,000 feet compared 
with 64,467,000 feet a year ago. Unfilled orders on 
file at the end of the week stood at 194,508,000 feet 
compared with 190,035,000 feet for the corresponding 
period in 1947. Gross stocks stood at 758,198,000 feet 
compared with 722,048,000 for the same week in 1947. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associa- 
tion ‘or the week ending Jan. 24, 1948, was 680,000 
feet. The corresponding week a year ago the cut was 
1,050.000 feet. Shipments during the current week 
totaled 1,450,000 feet compared with 1,065,000 feet a 
year «go. Unfilled orders on hand stood at 6,200,000 
feet .nd gross stocks amounted to 35,990,000 feet. 


In the Market Centers 


TACOMA—Strike clouds were swept away when 
Members of the Tacoma district council, Lumber & 
Sawmill Workers Union (AFL) approved a 714 cent 
wage increase by the lumber operators. The new scale 
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YoU 


profit from 


HIS 
training 


It stands to reason—the more an employee knows 
about the business, the better the job he can do 
for you. How does he learn? Through experience, 
certainly. But far more effectively, through a 
planned program of training for the light con- 
struction industry. Hereis whereI.C.S.can help you. 


A COMPLETE TRAINING PROGRAM FOR 

EMPLOYEES IN RETAIL LUMBER YARDS 
This is an extremely practical course made-to- 
order for the National Retail Lumber Dealers 
Association. It covers a number of basic and 
optional subjects, including carpentry, estimat- 
ing, paints, roofing, merchandising. Lessons are 
authoritative, interesting, easy-to-follow. Results 
are immediate. Your employees learn quickly, 
apply what they learn. 

We'll be glad to send you full information on 
the Retail Lumber Dealers’ and other special 
courses; how they can be fitted to your training 
needs; how they can develop your workers’ effi- 
ciency and increase profits for your business. 


INTERNATIONAL CORRESPONDENCE SCHOOLS 
Cooperative Training Division, Box 4249, Scranton 9, Pa. 















METAL MOULDINGS 
34 BASIC SHAPES 
meet 
90% 


of your 
INSTALLATION NEEDS! 


= J) 




















That's right! They're a miracle of 
engineering design — 34 versatile 
shapes streamlined to meet almost 
«,/ any private, commercial and indus- 
trial installation need. They‘re attrac- 
tive ... they’re durable ... they're 
economy-priced to cut your building 
costs. Ask about them today! 


Dept. AL-214 


! 
R. D. WERNER COMPANY, INC. 
295 FIFTH AVENUE, NEW YORK CITY 16, N. Y. | 
Please send descriptive literature, catalog, and prices on Chromtrim's | 
34 basic shapes. 1 
MN nisin ance cscs tensions acest htent te ! 
FIRM 1 
ADDRESS 1 
CITY STATE . 





























PROMPT ! 
DEPENDABLE ! 


Service: 





Ou 


PLYWOOD 





SOFTWOOD AND HARDWOOD 
PLYWOOD SUB-FLOORING 
CONCRETE FORM PLYWOOD 
and other outstanding 
BUILDING PRODUCTS 

. Douglas Fir Doors 

. Overhead Garage Doors 

. Stanwall Hardwood Panels 

. Armstrong Glass Wool Insulation 

.. Monsanto Rez Products 
. Westbilt Kitchen Cabinets 


Call or Write for Details and Prices 


FIDDES-MOORE AND COMPANY 


Sales and Service Offices: 


228 North LaSalle Street, Chicago 1, Illinois 


TELEPHONE: 
CENtral 5875 


Prompt Shipment from Hammond, Ind. 


























EES SS Bees 


LONG and SHORT LEAF - 
| YELLOW PINE = 
and HARDWOODS = 


Tt rT a tn TT Ld 


@ BAND SAWN 

PROPERLY MANUFACTURED 
CORRECTLY SEASONED 
CAREFULLY LOADED 

KILN DRIED 

AIR DRIED 


Send us your 
inquiries and orders. 















Shipping Point: Fitzgerald, Ga. on S.A.L.RR. 


CAMPBELL 


COAL COMPANY 


238 MARIETTA ST., N. W. 
P. O. Box 1498 


ATLANTA 1, GEORGIA 








LUMBER MARKET 





brings the base rate to $1.40 an hour. It effects ap. 
proximately 16,000 men in the Pudget Souni area. 
There has been no apparent let-up in demand, particy- 
larly in top grades. Rail space continues to be scarce. 
but water space is somewhat easier. There have been 
no further announced price drops since Weyerliaeuser 
announced price reductions for home building a fort- 
night ago. Army officers at nearby Fort Lewis have 
called for bids for logging approximately 7,500,000 
board feet of lumber on the military reservation. 


SEATTLE—Nothing in 
cheaper lumber prices. Upper items run from $175 
to $200. Vertical grain flooring costs from $175 to 
$180 and flat grain $10 less. Dry dimension is very 
scarce and high bringing up to $80. Some report 
green dimension weaker though it brings $68 to $70, 
2x4 No. 3 and btr moves at $70. Common timbers 
move at $60 to $70 but structural brings $85 to $100. 
No. 2 shingles are hard to sell because the farmers, 
with plenty of money, want the best. Demand is 
strengthening though cold weather in the Middle West 
and East is slowing up buying from these sections a 
little. 


the picture looks like 


KANSAS CITY—Storms and snows which gripped 
the entire Southwest have halted production and ship- 
ments. Some inventories began to pile up at mills on 
the east side of the Mississippi. The air-dried mills 
in those areas that were still operating noted a definite 
slow-up in new orders because of the building suspen- 
sion in the East. Some price concessions were noted. 
On the other hand, the kiln-dried market is as strong, 
if not stronger, than before. While the air dried mills 
are anxious to get new business, the kiln-dried opera- 
tors are refusing to accept additional orders. A num- 
ber of small mills in the Southwest have shut down 
because of the snows and cold. Even the large mills, 
with some protection against the weather, are working 
only part time. 


MINNEAPOLIS—Demand continues good for in- 
terior finishing lumber, plumbing and electric fixtures 
for homes with no indication that shortages will be 
any less acute for many months. Weyerhaeuser’s 10 
percent price cut has not produced sufficient reaction 
to indicate whether a trend has been set in motion. 
Plans of many persons for home construction in 1948 
have been jolted severely by the continuing shortage 
of fuel oil and uncertainty over the ability of gas com- 
panies to install gas heating equipment equal to the 
demands for automatic heating. Stoker dealers see 
prospects for a banner year, inasmuch as coal supplies, 
except coke, appear to be in good supply. 


BALTIMORE—Since Jan. 1, cement has beet 
boosted 18 cents per barrel. The cost of mixed con- 
crete has been raised from $8.50 to $9.20 per cubic 
yard. Building permit figures just compiled show the 
total for Baltimore was almost $5,000,000 under 1946. 
Home and apartment building showed a considerable 
gain, although total construction was down. In Balti- 
more County, building activity reached a new high in 
1947 with building permits totaling 6,257 for a total 
valuation of $36,744,697. 





: & 
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525 CORBETT BUILDING—PORTLAND 4, OREGON 


tue West Coast Species 


x MiLLWoRK A % MOULDINGS y INDUSTRIAL CUT STOCK 
x FURNITURE DIMENSION STOCK 
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Cedar, CyPre® : h Hickory: 
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ROUDLY stamped on every finished board 4 - Re ginut 


of the millions of feet of lumber produced annu- 
ally by W. T. Smith is its familiar trade and grade 
mark. This trade mark represents not only the 
company’s confidence in its product, but also is 
your guarantee of quality that is both constant 
and unexcelled. 


Selective logging assures a permanent source of supply. 





NOW IN OUR 64th YEAR SELECTIVE LOGGING ASSUR 
OF LUMBER MANUFACTURING PERMANENT SOURCE 


ERNST SEIDELMANN CORP. 
ERES Building, 19 Murray Si.,,New York 7, N. ¥, 
West Coast Office: Tacomo, Washington 


RO L i O F Fr “The Active Truck Is the Money -Maker™ 
LUMBER TRUCK BEDS since ini 


Complete Beds Shipped KD. 
EASILY MOUNTED 


Write for Catalog & Prices 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, Mo. 
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W.T.SMITH LUMBER ys 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 
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Chicago Council of Hoo-Hoo 
Makes Concatenation Plans 

The Chicago council of Hoo-Hoo, 
at its pre-convention dinner party 
on Jan. 28, had an attendance of 44. 

In addition to making plans for 
the Hoo-Hoo concatenation and 
stag dinner party to be held in con- 
nection with the Illinois Lumber 
and Material Dealers’ association 
annual convention, E. W. Kettlety 
29209, Jabberwock, announces nine 
signed applications were received 
and one reinstatement. 


J. F. Roten, Sonneborn 
Vice President, Dies 


Julius F. Roten, 59, vice presi- 
dent and director of L. Sonneborn 
Sons, Inc., New York, died Jan. 24. 

Mr. Roten joined the Sonneborn 
company in 1905 and was active 
in promoting the development and 


WM THE MEWS 


distribution of products used for 
building construction and mainte- 
nance. 


Mr. Roten was also a partner in 
Sonneborn Brothers, Dallas and a 
vice president of W. A. Daugherty 
& Son, Petrolia, Pa. 


Texas Dry Kiln Club to Hold 
First Meeting on March 19 


The Texas Dry Kiln club, or- 
ganized at Lufkin Jan. 23 with 38 
members, will hold its first bi- 
monthly meeting March 19 at the 
A. & M. college Texas Forest serv- 
ice research laboratory, Lufkin, 
President George Henderson has 
announced. 


The dry kiln club, only one of its 
kind in the South, was organized to 
give lumber dryers an opportunity 
to exchange ideas and discuss their 


problems of providing the public 
with better lumber. 

Dry kiln operators in Texas and 
adjoining states are advised they 
are welcome to join or meet with 
the newly formed club. 


William W. Gamble, Head 
of Yawkey-Bissell, Dies 

William W. Gamble, 68, pvresi- 
dent of the Yawkey-Bissell Lum- 


ber company, White Lake, Wis., un- 
til its liquidation in 1946, died 
Jan. 27. 


In 1916 he helped organize the 
Yawkey-Bissell Lumber company, 
serving as vice president and man- 
ager and a director until he was 
made president in 1932. 

For many years he was associ- 
ated with various lumber manufac- 
turers’ groups and was a director 
and treasurer of the Northern 
Hemlock & Hardwood Manufactur- 
ers’ association, Oshkosh, Wis. 


Lumber Grading Course to be 
At University of Illinois 

A lumber grading short course 
planned to train personnel of the 
sawmilling and wood-using indus- 
tries and lumber wholesalers and 
retailers in the principles of in- 
specting and grading hardwood 





THE NAME SILVER LAKE stamPeED ON EVERY FOOT 
@ PACKED IN CARTONS @ 


SILVER LAKE CO. ; 


Sold through Regional Distributors 








saws. 


tooth. 


cracked saws. 


Incorporated in 1912 


| Let Us Rework Your Old Saws 


We can do any practical repair work on circular 


We can cut down your old inserted tooth saw that is 


slinging shanks and it will be like new. | MILLWORK 


We can change your old solid tooth saw to inserted | 
We can make small Rip or cut off saws from your 


Headquarters for repair work for more than 50 years. 
Best equipped saw factory in the South. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 


The Original Miner Service 


Baltimore 24, Md. 
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Mills and Sales Office 
Chattahoochee, Georgia 


George F. Becker Edwin A. Brengle 


BUILDERS 
DISTRIBUTORS 


| 600 St. Paul Street 


BALTIMORE 2, 
MARYLAND 


Warehouse: 2 N. Kresson St. 


February 14, 1948, AMERICAN LUMBERMA 9 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 
























EFFICIENT 
DISTRIBUTORS 
OF A COMPLETE 
LINE OF 


DOORS, 
MILLWORK, 
PLYWOOD AND 
SPECIALTIES 


IN THE 
EASTERN AREA 





ty 























Bt 


ublie 


$s and 
they 


ith 
AL 


., UN 
died 


e the 
pany, 

man- 
> was 


Ssoci- 
1ufac- 
rector 
thern 
actur- 


be 


‘ourse 
f the 
indus- 
$ and 
f in- 
iwood 





c. 
og 


[A? 





“Hook ‘em Paul Bunyan!” 





\ ba \))\ 

& Heads up and watch wild. 

f; . Te . 
EY HA Decked logs keep Paul’s mill busy on Winter cut and shipments 
Ls) 4 f, 


as usual. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
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Incense Cedar 


Ponderosa Pine White Fir 


SUSANVILLE 
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CALIFORNIA 












2 e | res 
_Williams.2354 


__Plywood__ 
Company_ 


222 Chamber of Commerce Bldg. 
INDIANAPOLIS 4, INDIANA 


ORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 








Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 





Office and Factory: 


2110 Florence Ave., Zone 6 








CINCINNATI IRON FENCE C2 INC 
OHIO 


CINCINNATI 




















RIFE 


QUALITY LUMBER 


ay 


When Better Lumber Is Made 
Jt Will Be “ GRIFFIN GRADE” 


Bu pine Propucts MERCHANDISER 


for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 


...and all wood prod- 
ucts, rough or smooth. 





INSURE AGAINST GREEN LUMBER 
- « « fest moisture as low as 0% 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Moisture Register gives you accurate tests from high percentages 
to lowest ranges at the press of a button. Based on the principle of 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 
off or mar surfaces. 


Write today for complete information, specifying type ot material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 





+ MANUFACTURERS OF 
PINE AND HARDWOOD LUMBER 
BOX 380-C 
NEWTON, MISSISSIPPI 
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lumber will be held by the Univer- 
sity of Illinois on March 8-12. 

The school will be under the su- 
pervision of L. B. Culver, U. of I. 
extension forester. 


Registration in the course is lim- 
ited to 25 and applications for en- 
rollment will be accepted until 
March 1 by the department of for- 
estry, University of Illinois College 
of Agriculture, 219 Mumford hall, 
Urbana, IIl. 


J. C. Wickliffe, Executive 
of Georgia Hardwood, Dies 


John C. Wickliffe, 64, vice pres- 
ident in charge of exports of 
Georgia Hardwood Lumber com- 
pany, died in London, Jan. 26, 
while on a 6-month survey of busi- 
ness conditions abroad. 


Mr. Wickliffe had been connected 
with the lumber and timber indus- 
tries throughout his business ca- 
reer, and prior to joining Georgia 
Hardwood in 1939 he was secretary 
of the Mengel company. 


Walter E. Curtis, Executive 
of Curtis Companies, Dies 

Walter E. Curtis, 67, general 
manager of the Wausau, Wis., divi- 
sion of Curtis Compaines Inc., Clin- 
ton, lowa, died Jan. 15. 

Mr. Curtis was born into and 
grew up in the sash and door busi- 
ness and spent his entire life in it. 
His father, the late Cornelius S. 
Curtis, was one of the early asso- 
ciates in the Curtis business. 

In addition to his wide interests 
in the woodwork business, Mr. Cur- 
tis had served as a director of the 
Employers Mutual Liability Insur- 
ance company and was a director of 
the Employers Mutual Fire In- 
surance company. 


Appointments and Promotions 


L. B. KNIGHT and O. W. CARPEN- 
TER were elected directors of Chain 
Belt company, Milwaukee, Wis., at 
the annual stockholders meeting. 
They are both vice presidents of 
the company. 


Dr. J. S. LONG, chemical director 
and member of the board of direc- 
tors of Devoe & Raynolds company 
Inc., New York, has been chosen as 
one of the ten ablest chemists or 
chemical engineers in the field of 








paint, varnish and plastics now 
working in the United States. This 
honor was conferred by the Che»- 
ical Bulletin, publication of the 
Chicago section of the American 
Chemical society. 


RICHARD H. DIESEL has been « 
pointed assistant general sales 
manager of the Stamford division 
of the Yale & Towne Manufactur- 
ing company, Stamford, Conn. 


The appointment of HArry F, 
KOEHLER to advertising manaver 
of the O’Brien corporation, South 
Bend, Ind., has been announced. He 
has been assistant advertising 
manager since 1939. 


Three executive appointments 
are announced by the Celotex cor- 
poration. GILBERT J. HAAN has 
been named assistant vice presi- 
dent. WILLIAM M. MCNEIL has 
been appointed product manager of 
the gypsum and mineral wool divi- 
sion. M. C. OLSON has been ap- 
pointed manager of the roofing al- 
lied products sales department. 


C. O. OLSON has been appointed 
general manager of the Wausau, 
Wis., division of Curtis Companies, 
Inc., manufacturers of Curtis 
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J. W. Wells Lumber Co. 


Montgomery |, Alabama 


Manufacturers 
Southern Hardwoods and Pine 





AIR DRIED AND KILN DRIED | 
a, PINE 


PINE PLUME LUMBER CO.) 


BELL BUILDING, MONTGOMERY, ALA. 


AIR DRIED 


HARDWOODS 


KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Co., Notasulga Lbr. Co, 
Ozark & Enterprise, Ala. Notasulga, Ala 


ESTABLISHED 1899 


4, 
7 
4 
| 
| 
4 


= 





y 











YA peEvIL 


DEVIL 





leeemaeall ee —— mn) ee ee 





~~ 


= 

















Or. 


Knudson & Mercer Lumber Co. 


Purveyors to 









NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $585 

blades — attachments. Sent poctage poid 

All for... anywhere in U.S.A. 

Extra Bevil-Devil Blades, of selected steel, ground to 


cut insulation board. Package of 100 for $4.00, 
postage paid. 


KIMBALL company, inc. 


1633 SYCAMORE ROYAL OAK, MICH. 
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Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blivd., Chicago 4, Ill. 
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LUMBER for SALE 


HARDWOODS SOFTWOODS 
| DOMESTIC and FOREIGN 
| VENEERS PLYWOOD 


| LARGE STOCKS IN ST. LOUIS YARDS 
| Write, Phone or Visit 


_ FRY-FULTON LUMBER CO. 


| 154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 | 





























ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Gee -tele 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 
Air-tite Stay expands 
and contracts against 18 
Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 





U.S. Pat. No. 2,187,412 
WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 














RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 

Douglas Fir or 

White Fir 
Cedar 
































PLANER and JOINTER KNIVES 


-.*\- also high speed knives and molding cutters 
for the woodworking industry. 




















re Corre mmr —# 


“TAYLOR-STILES & CO 


Riegeisville, New Jersey 


a 








STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. : 


Not a “lead and oil” paint but @ new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 

who stores lumber can effect very substan- 

tial savings. 

Reports have been received that use of the 
’ compound has resulted in savings amount- 

ing to thousands of dollars worth of lumber 

previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
































woodwork. He succeeds the late 
W. E. Curtis, who died on Jan. 15. 
Mr. Olson has been with the com- 
pany since 1912. 


In the annual meeting Jan. 30 
members of the Maple Flooring 
Manufacturers association, Osh- 
kosh, Wis., re-elected W. C. ABEN- 
DROTH, Rhinelander, Wis., as presi- 
dent. 


Members of the general mer- 
chandising division of Devoe & 
Raynolds company, New York, hon- 
ored GEORGE H. FITCH at a lunch- 
eon recently marking his departure 
for new duties with Jones-Dabney 
company, a division of Devoe. 


JOHN G. TIBBALS, formerly 
branch manager of Pacific Mutual 
Door company is now associated 
with Timber Products Inc., Balti- 
more. New offices of the company 
are at 3 W. Franklin street. 


Appointment of KENNETH SYVER- 
SON as general manager of Western 
Lumber Exchange, Seattle, has 


been announced. He will serve in a 
liaison capacity between members 
of the Exchange and the mills they 
represent. 


Election of ROBERT S. KING as a 
director of the Diamond Match 
company, Fifth avenue, New York, 
has been announced. Mr. King is 
president of the Philip Carey Man- 
ufacturing company, Cincinnati, 
manufacturers of building supplies. 


EUGENE W. STETSON JR., was 
elected a director of the Yale & 
Towne Manufacturing company, 
New York, it has been announced. 
Mr. Stetson is assistant vice presi- 
dent of the Chemical Bank & Trust 
company. 


Companies Announce 


Four brothers have joined to- 
gether in QUINN BROTHERS INC., 
Memphis, Tenn.; a corporation for 
the purpose of manufacturing, buy- 
ing and selling pine and hardwood 
lumber. The brothers are Tims B., 
Frank D., Harry H. and James E. 
Quinn. The company expects to es- 
tablish sawmills and a planing mill. 


A large group of companies man- 
ufacturing building products has 


formed the CONSTRUCTION INbDUs- 
TRY INFORMATION COMMIT TEE 
which will conduct an extensive 
program to improve public atti- 
tudes toward the building industry, 
Melvin Baker, president, National 
Gypsum company, Buffalo 2, N. Y,, 
is chairman of the committee. 


Announcement of the formal 
opening of a new INTERNATIONAL 
HARVESTER COMPANY sales and 
service ‘branch at 2855 Cypress 
street, Oakland, Calif., has been 
made. 


Offices of the INDEPENDENT Re- 
TAIL LUMBER DEALERS ASSOCIATION 
in Minneapolis have been moved 
from 1144 Baker building to 303 
Wesley Temple building. 


The Weilandt and Stegemann 
millwork shop, New Ulm, Minn., 
has been sold to Y. W. Radke and 
its name changed to RADKE SASH 
COMPANY. It will manufacture 
storm sash, windows, screens, 
kitchen cabinets. 


ERcO MANUFACTURING COMPANY 
has moved to its new address, 2368 
N. Elston avenue, Chicago 14, Ill. 





JAMES W. SEWALL COMPANY 


Consulting Foresters 


LIFE-TIME VENTILATORS 


> by Krauser-Gogd 


ROINESS 
Cg Oe 


*% Weather tight construction 


% Galvanized iron, copper, aluminum 
or fine quality stainless steel 


% Designed to fit any type wall 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


¥% Easily removable screen 
% Hemmed edges for better appearance 
% Machine Stamped and riveted 
% Easily installed 


MANUFACTURERS OF HEATING EQUIPMENT 
AND SHEET METAL SPECIALTIES 





Write for price lists and further details 


= KRAUSER-BOYD %-. 


“Specialists in Sheet Metal Stampings” 
NORTH TONAWANDA, N. Y. 





OS SANA SCN AEROBIC 


Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etCy 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information. Over 2,500,000 copies sold. 


75c POSTPAID 


..THE SCREEN THAT MEf 


applet 


American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 
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THE SENECA WIRE & MFG. CO. FOSTORIA, OHIO 
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